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CAPITAL 
$10,000,000.00 

SURPLUS 
$5,000,000.00 


DEPOSITS 
$136,000,000.00 


RESOURCES 
$160,000,000.00 


You will find it to your advantage 
to be “First” served in St. Louis 
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St. Louis’ Largest Bank 
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Greater Value was never offered the Banking Industry 


NATIONAL 12'-PLUS PLUG DOOR 


Furnished Standard With the Following Special Features Without 
Extra Cost, Increasing Value Sunde of Dollars 


la 


Actually nearly 1214” solid, anticipating any future re- 
quirement of 12” solid to get No. 10 rate. 


20 inches on edge including bolt frame and glass door. 
Polished steel hinge. 

8 inches of torch plus more than 4 inches of drill and 
explosion protection. 

Finish plates in vestibule and on back frames. 
Individually ornamented 314” bolts. 

Compressor system housings turned from oversize castings. 
14 steel and bronze bevel, worm and spur gears lubricated 
by 12 easily accessible oil tubes. 

The ultimate in accurate machining and rigid construction: 
to assure lifetime carefree use. 
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Where a National 12’ Plug Door’ 
Overwhelmingly Excels Competitive 
No. 10 Rate Doors 


. Drawfiled polished hinge instead of black 


painted. 

. Nearly 12%” 
inches. 

. 20 inches on edge instead of 151% to 16 
inches. 

. 3% inch bolts instead of 214 to 2% inches. 

. Finish plates in vestibule instead of painted 
vestibule 

. Bolt frame cast integral with door instead 
of screwed on. 

. Diameter of Compressor Drums: 9” top and 

to 9’. 


solid instead of 91% to 10 


bottom and 11” center, instead of 7” 
. Diameter Compressor Shaft: 2” instead of 
134”, 
. Diameter Hinge Barrels: 4” inner barrels 
and 5” outer barrels, instead of 3” to 4”. 


. Width hinge body, 934” instead of 9”. 

. Thickness hinge body, 23 x6" ” instead of 2”. 

. Clear opening height, 8014” instead of 78”. 
. Clear opening width, 33” instead of 32”. 

. Overall height, 10614” instead of 98”. 

. Overall width, 8034” instead of 64”. 

. Yale combination “locks instead of a private 


brand. 

. Weight 20,000 lbs. 
16,000 Ibs. 

. Cost no more than 10-inch inferior doors. 


instead of 15,000 to 





10 Five year replacement guarantee against penetration in 
‘ any form. 


a1 The fact that NATIONAL can furnish doors of unsurpassed 
quality at the same price as inferior competitive types is not 
based on miracle stuff or philanthropy. Nearly a year has 
been spent in designing and tooling up for this door to get 
the highest manufacturing efficiency and precision. 


12 A comparison of weights and the detailed dimensions of this 
door with any door of comparative price will quickly confirm 
the fact that most competitive doors today are designed merely 
to get by the insurance requirements. You will find your 
cost on NATIONAL doors is much lower per pound as well 
as having a far more imposing door in appearance. 
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Side view showing level passage to vault 


If contemplating buying new equipment, don’t fail to send for the new 40-page Pictorial Booklet 
showing all types of doors, deposit and security vaults, lockers, chests, grilles, ventilating systems, etc. 
Clip corner and pin to your letterhead. You will not be bothered with engineer unless you request it. 


ESTABLISHED 1883—45 YEARS AGO 


THE NATIONAL SAFE 
AND LocK COMPANY 


GENERAL OFFICES—2345 EAST 69th STREET 


WORKS—EAST 69th TO 70th ST., AND PENNSYLVANIA R. R. 


CLEVELAND, U. S. A. 
Chicago Office 
6 N. Michines Ave. 


New Yerk Office 


Les 
388 Broadway eee & 


SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES 


Readers will confer a favor by mentioning THE MARCH, 


PLEASE CHECK (¥) AND MAIL 
The National Safe and Lock Company 


: | 
' 
| 2345 £. 69th St., Cleveland, OHIO | 
| Gentlemen: | 
We want, without obligation, complete 
information concerning: 
| 0 Send 40-Page Booklet | 
| CBank Vault Doors (Fireproof VaultDoors | 
— | ODaylight Robbery (Mirrored Partitions | 
os 0 Vault Linings CO Chests 
29'S. a birtke ‘Sire CO. | Géeitle Partiticns C)Pancled Ceilings | 
OSate Deposit Boxes [) Vauit ers 
| CSafe Deposit Bo Vault Lock 


CO Vault Systematizers (Fireproof Safes 
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UNITING 
our Bond Department and the 


Continental National 


Company to form 


CONTINENTAL ILLINOIS 
COMPANY 


'T the same time that Illinois Merchants Trust Com- 
|pany and Continental National Bank and Trust 
A | Company of Chicago consolidate under the name - 
CONTINENTAL ILLINoIs BANK AND TrRusT CoMPANY, 
our Bond Department and the Continental National 
Company will unite to form ConTINENTAL ILLINoIs Company. 
The investment company thus formed will be affiliated with the consol- 
idated bank and will take over the investment business now conducted 
by the Continental National Company and by our Bond Depart- 
ment. —» CoNTINENTAL ILLINoIs Company will be capitalized at 
$20,000,000 and will provide exceptionally strong co-operation to 
banks in both the underwriting and distributing of investment securi- 








ties. In addition, it will offer at all times a very large list of securities 
suitable both for secondary reserves and for resale to bank customers. 


ILLINOIS MERCHANTS 
TRUST COMPANY 


Resources Over 45 O AMGllion Dollars 


CHICAGO 
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GLENN 


FRANK 


PRESIDENT OF THE UNIVERSITY OF WISCONSIN 


Maps are 


a stimulant 
to my mind — 


OOKS, newspapers, magazines, 
B and the ceaseless flow of prop- 
agandist pamphlets bring us so 
many facts, so many opinions, and 
so many ideas that the job of selec- 
tion and assimilation becomes yearly 
more difficult. 

Maybe the ancient Greeks thought 
more because they read less! 

I have found that a liberal use 
of charts and maps helps greatly in 
finding a way through this modern 
maze. 

No good executive presents to 
his board a wordy document and a 
wilderness of figures if he can state 
his problem with a series 
of sweeping curves on a 
graph. Put before a 
board in graphic form, 
ideas, policies, and situa- 
tions that are complex 
become clear by virtue of 
the fact that every aspect 
of the idea or situation is 
shown at one glance in its 
relation to the other as- 
pects involved. 








When we read, facts enter our 
minds in single file. And, entering 
one at a time, many of the facts 
lose the association with related 
facts that the writer intended. 
Some form new and strange associ- 
ations. Most of them never find 
their right place, but float about in 
a muddy whirl until they sink out 
of sight. 

A map or chart gives us all it has 
at once. 

I look at a map of Europe. 
There is France. There is Ger- 
many. There is Russia. There 
are the new states born from the 
womb of the World War 
— Czechoslovakia and the 
rest. I see them in their 
relation at one glance. 
The whole of Europe is 
one fact to me. I might 
read a book on France, 
then on Germany, then 
on Russia, then on the 
new states. And Europe 
might become to me not 
one fact but a dozen facts 


Some of Rand M¢Nally & Company’s 


Products and Departments 





















that did not fit together in my mind. 


I like books of travel. A good 
volume on geography fascinates me. 
But when I want to sense the world 
as a living organism, I look at a map. 

Sometimes books are a sedative 
to my mind. 

Maps are a stimulant to my mind. 


v Y ¥ 


Either a globe or an atlas, certainly 
maps in some form, should hold an 
important place in every private 
library. 

Cultivate the excellent and stim- 
ulating habit of reading them. 
Study them frequently. Teach 
your children to enjoy them. 

Rand M¢Nally Maps, Globes and 
Atlases are always scientific, accur- 
ate, up to date. Obtainable at 
leading booksellers’ and stationers’, 
or direct. 

The habit of scrupulous accuracy 
down to the last detail required in 
the making of maps extends to all 
Rand MCNally & Company’s great- 
ly varied activities. 


RAND MENALLY & GoMPANY 








Maps Atlases — cae Beagestne 
School Maps General Atlases ors Seontany 
aun ead Phewe moremerninen sg oll Banker's Directory Map Headquarters 
Eoonomie Maps aapaaenene Railroad, Dept. N-27 
Aviation Maps Pablications Airline and Bus Tickets ‘ . 
Special Maps to Order Sees ene Coupon Books 536 S, Clark Street, Chicago 270 Madison Avenue, New York 


Globes Children’s Books General Printing Washington San Francisco Los Angeles 
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UNDER THE CEASELESS 
TREAD OF FINGERS 





NDEX cards, tab cards, re- 
cord forms, ledger forms, 
statement sheets . . . row after 
row erect in their files. .. they 
form the highways of a thou- 
sand fingers. 


Back and forth, day after day, 
year after year, the ceaseless 
tread of fingers . . . do your 
forms stand the gaff? If they are 
L.B. Forms, they do. Entries 
of a quarter century ago are 
still readable on L.B. Forms 

. . they stand always at atten- 
tion, ready for fast fingering. 
They are factors of economy in 
every user’s office. 


There is a grade, weight, size 
and color in L.B. Forms for 
every record requirement. Con- 
sult the man from Remington 
Rand. His experience is at your 
disposal. . . or mail the coupon 
below. 


aa4 


Library Bureau “Division 


REMINGTON RAND BUSINESS SERVICE Inc. 





Buffalo, N. Y. 


Sales Offices in all Principal Cities 


\A\4\4#A\ 4B 4A 4\bhA BOA hhh hr hb bDbLDLDO4 


Remington Rand Business Service Inc., 
Remington Rand Building, Buffalo, N. Y. 
Send me full information regarding L.B. Forms. 


Name 


Address _ 








Firm__ 
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Savings Teller, Denver National Bank 


The Editor’s Viewpoint 





HESE two employes have determined 


that they will do their best to increase 


the value of their services to their re- 


spective banks. They have signed a pledge 


like the one at the bottom of this page. 


1. Work with accuracy, but save time on 
every operation possible. 


2. Avoid lost motion and waste operations. 
3. Seek useful work to avoid all idle time. 


4. Think out new ways of improving routine. 


5. Read every article in each issue of the 
leading bank journals to increase knowl- 


edge of all 
banking oper- 
ations and 
policies. 


6. Read 
magazines of 
trades, es- 
pecially those 
trades repre- 
sented by the 
bank’s cus- 
tomers. 


7.Read 
books that 
treat of bank 
operation and 
apply their 
principles. 
If you have a sincere de- 
sire to become more 
useful, it will be to your 
advantage to pledge your- 


self to a definite course 
of self-improvement. 
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Of the National Central Bank, Baltimore 


What An Employe Can 
Do For His Bank 


8. Talk with relatives and friends about the 


services rendered by the bank. 


9. Talk to customers about services they are 
not yet using but might benefit from using. 


10. Talk to everyone about accounts. 


11. Talk with treasurers of clubs and other 
organizations about accounts for their clubs. 


A Bank Employe’s Pledge 


I’m going to work. 

I’m going to think. 

I’m going to read. 

I’m going to talk. 

I’m going to work to re- 


duce the time and increase 
the accuracy of each job. 


I’m going to think of the 
purpose of each task as- 
signed to me. 


I’m going to read the 
leading bank journals to 


get inspiration and informa- 
tion that will enable me to 
serve my bank better. 


I’m going to talk to my 
friends and acquaintances to 
interest them in my bank 
and to secure their business 
if it will be profitable. 


I’m going to work. 
I’m going to think. 
I’m going to read. 


I’m going to talk. 





12. Refer 
the names of 
prospects to 
the new busi- 
ness officer or 
cashier. 


13. Use ev- 
ery service of 
the bank, if 
possible, with 
special em- 
phasis on sav- 
ings. 

14. Talk 
about the 
good qualities 
of the bank. 


For the benefit of readers 
desiring copies of this 
page, reprints have been 
made on a bond stock 
and will be furnished in 
any quantity at fire cents 
each. Please remit with 
order. 
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80% of the iron ore mined in the 
United States is produced in the | 
Lake Superior region; 67% of the | 
coal mined in the United States 

is produced in Ohio, Pennsyl- wel 
vania, Kentucky and West ! (OP 
Virginia. Halfway between these \ Sf. bah ee a ke | 
vast deposits of natural resources 7 ario 
stands Detroit . .. and the | ag 


oo 


Detroit area... 


Se 


Detroit’s proximity to these and__ | 
other raw materials... her loca- 
tion on deep water, the cheapest 
form of bulk transportation 
known ... the diversity of her 
industrial interests... favorable 
labor conditions ... all con- 
tribute to the remarkable growth 

of America’s fourth city. 


There is plenty of room and 
opportunity here for forward- 
looking industrial leaders. They 
will find in this field a splendid 
outlet for their constructive 
energies, and ample resources 
with which to build even greater 











a. 


organizations than those of it a 
which they now dream. as 

’ ios CINCINNATI , @ PITTsBUR 
Our experience and intimate | a def a) is 
contact with Detroit's growth S awe 
have equipped us to serve manu- , ones Ly " 


me im: 
facturers and bankers who are - LMG Ca as 


interested in the Detroit area. V/ 


Union Grust Company an %e 


National Rank of Commerce 


Sa! Hehe, 
DETROIT, MICHIGAN 
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Official St 


HE consolidation of the Union Trust 
Company with the First National Bank 
of Chicago and the First Trust and Savings 
Bank has united in a great organization the 


complete official staffs of these institutions. 


This concentration of banking experi- 


ence, technical knowledge, and executive 
ability, tested through long and exacting 


service in two of the oldest and most suc- 
cessful financial institutions in the Middle 
West 


made possible 


was 


FRANK O. WETMORE 


hairman 


FREDERICK H. RAWSON 


Chairman 


HARRY A. WHEELER 


Vice-Chairman 


MELVIN A. TRAYLOR 


President 


EDWARD E. BROWN 


Vice-President 


JOHN P. OLESON 


Vice-President 


CRAIG B HAZLEWOOD 


Vice-President 


BENTLEY G. McCLOUD 


Vice-President 


largely be- 
cause of a 
community 


of ideals. 


DIVISION F 
Banks and Bankers 


JOHN F. HAGEY 
Vice-President 
GEORGE H. DUNSCOMB 
Vice-President 
JOHN J. ANTON 
Assistant Vice-President 
THOMAS J. NUGENT 
Assistant Vice-President 
LELAND L. HOBBS 
Assistant Cashier 
EDWARD J. JENNETT 


Assistant Cashier 


MELVIN H. THIES 
Assistant Cashier 
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affs United 


for Greater Service 


These ideals embody not only a highly spe- 
cialized type of service of the most expert char- 
acter, but also warm personal contact between 


officers and customers in every department. 


This close relationship between individ- 
ual officers and their customers, so pleasant 
and valuable a feature under the old con- 
ditions, will continue undisturbed under the 
new. Thus in every case customers will con- 
tinue to be served by the same officers with 
whom they have been dealing in the past. 

An invitation is extended to our corres- 
pondents especially, and to banks and bank- 
ers generally, to use these enlarged facilities 
through the specialized organization designed 


fully to meet their requirements. 


FIRST NATIONAL 
BAN Kor CHICAGO 


FIRST TRUST AND 


SAVINGS BANK 


Exceed $600,000,000 
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How Banks May Benefit From 


Farm Cooperative Accounts 


By J. E. WELLS, Jr. 1 


Division of Cooperative Marketing, 
Bureau of Agricultural Economics, 
U. S. Department of Agriculture 2 


a” 


. Handle substantial short-time loans. 


. Receive rather large deposits (some 
totaling several millions in a year). 


3. Make discounts on bankers accept- 


,ARMERS cooperative 
marketing associations 
require as great a variety 4 
of banking aecommoda- 
tions as commercial or pri- 5 
vately-owned institutions. 
Both metropolitan and 
country bankers have 6 
found their business rela- 


tions with associations 
highly profitable for the 7. 
banks. 
These profits result 
from inereased bank de- 8 


posits, from payments to 
banks which act as cus- 
todian or trustee, and 
from credit advances 9. 
which are usually large. 

Farmers cooperative as- 
sociations have been assisted by 
sound and conservative advice from 
bankers, and by the desire of most 
bankers to give to their clients and 
the public correct information con- 
cerning the associations with which 
they deal. 


Associations Need Advice of 
Bankers 


Frank discussion of association 


operations not only corrects mis- 
leading market and other informa- 
tion but also makes it possible for 
bankers to assist the association to 
adopt policies that will conform with 





ances. 
. Handle bond issues. 


. Float debentures and preferred stock 
issues. 


. Make mortgage loans. 


Become custodians of rather large re- 
serve accounts. 


. Make loans against warehouse receipts 
and shipping documents. 


Serve as custodian or trustee. 


local requirements and customs. 

Most bankers are in a position to 
render competent advice to farmers 
associations and are likely to view 
the situation from the standpoint of 
the permanent welfare of the com- 
munity. For the banker’s prosperity 
depends upon the prosperity of his 
community. 

It has been only through the as- 
sistance and sound advice of bankers 
that many complicated financial 
problems have been solved for co- 
operative marketing. The country 
banker often makes it possible for 
the producer, to whom he has given 


9 


production credit, to mar- 
ket his commodities 
through cooperative mar- 
keting asseciations. 

Furthermore, metro- 
politan bankers, in sev- 
eral instances, have adapt- 
ed investment and com- 
mercial banking practices 
to cooperative marketing 
problems in supplying 
funds for fixed capital 
purposes and commodity 
financing. 


Bankers Direct Public 
Opinion 

The publie gives an im- 

portant weight to state- 

ments made by officials of 

both the largest and the smallest 

banks. It is imperative, therefore, 

that bankers be accurately informed 

concerning cooperative marketing in 

general, and particularly concerning 

the associations with which they come 

into direct contact, either through 

extending credit or through business 

relations of their clients who trans- 

act business with farmers’ coopera- 
tives. 

It is a duty of the officials of co- 
operative associations, therefore, to 
inform all bankers within their op- 
erating area and with whom the co- 
operative’s customers deal concern- 


















ing the plans of operation and ob- 
jectives of their cooperative as- 
sociations. This can be done best, 

as a rule, by supplying financial 
statements, preferably prepared 
from certified audit reports, and 

by explaining frankly and ae- 
eurately the policies being fol- 
lowed in regard to functions per- 
formed. 

Close relationship between bankers 
and cooperative officials is necessary 
if they would be of the greatest 
mutual help and profit to each other 
and to their communities. By un- 
derstanding the objectives and _ pol- 
icies, and by knowing the marketing 
problems involved in disposing of 
the commodities handled, many 
bankers have developed their serv- 
ices to be very profitable both for 
their banks and for the farmers 
served by the associations. 


Credit Necessary To 
Cooperatives 


Farmers’ associations need 
eredit for fixed’ assets ; operating 
eapital ; inventory requirements, 
for those associations maintain- 
ing supply departments that re- 


HESE cooperating fruit 

growers operate this cold 
storage plant to enable them 
to sell every barrel on a fav- 
orable market. 


quire stocks of merchandise ; in some 
instances, for making loans for crop 
production purposes; and, most im- 
portant from the point of view of 
volume, for commodity loans. 
Funds for production purposes, 
which are loaned by cooperative or- 
ganizations-to producers, are usually 
handled through an independent sub- 
sidiary in the form of an agricul- 
tural eredit corporation, which re- 
discounts production-credit paper 
with intermediate credit banks. 
Some of the larger banks have in- 
dicated their willingness to provide 


ANY cooperatives buy 

feed and other merchan- 
dise for members. That is 
why they sometimes need 
credit for inventories. 


funds through _ production- 
finance corporations. This field 
is being developed among sev- 
eral of the cotton associations 
but it has not yet approached 
the importance of commodity or 
marketing eredit. 

The entry of associations into 
the field of agricultural production 
credit has, in some instances, caused 
antagonism between country bankers 
and those interested in cooperative 
marketing within the bankers’ terri- 
tory. As a general rule, the policy 
of cooperative associations in estab- 
lishing production-finanee corpora- 
tions should be and frequently is 
that of supplementing the services of 
country banks and assisting them to 
serve their communities, rather than 
trying to displace the banks’ eredit 
activities. 

Obtaining funds for capital re- 
quirements for both fixed and 
operating purposes often pre- 
sents complex problems. 

Associations may be incorpor- 

ated with or without capital 
stock. When they are organized 
with eapital stock, the dividends 


(Continued on page 45) 


BANKERS MONTHLY MARCH 1929 








No Employe Turnover 


Giving thought to the comfort and convenience of 





employes and customers in planning a new building - 


has materially reduced expense and increased the busi- 


ness of the Caleasieu National Bank of Lake Charles, La. 


of \UR employes spend most of 

their time here. Why shouldn't 
we give them an attractive place in 
which to work? Then, too, we want 
everyone to realize that the bank is 
of and for the benefit of the com- 
munity, rather than being purely an 
institution for the greatest possible 
gain to stockholders.’’ 

With that attitude of mind, as ex- 
pressed by Frank Roberts, president, 
the Caleasieu National Bank of Lake 
Charles, Louisiana, has _ invested 
nearly a half million dollars in a site, 
building and equipment which makes 
this one of the largest and most 
beautiful banks in the South. And 
it is with that attitude that the bank 
has won the success that has made 
this building possible. 

Many individuals think of a bank 
as a cold, hard, impersonal sort of an 
institution, a 
place to get 
checks cashed, 
a safe place to 
keep savings, a 
place to obtain 
financial aid, 
but still a 
wholly me- 
chanical kind 
of an institu- 
tion. But the 
Caleasieu bank 
is proving that 
a big and suffi- 
cient organiza- 
tion has a warm 
human heart 
in it, by dis- 
pensing friend- 
liness and cour- 
tesy to all. The 
Caleasieu bank 
makes its first 
business the 
winning of 
friends, believ- 
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By GEORGIA WILLIAMS MORITZ 


ing that success will naturally follow. 
Has Lounge For Women 


As to the conveniences which were 
built with the public in mind. Near 
the entrance is a room that would 
delight any beauty-loving woman. 
Rich, oriental rugs on the floor, a 
chaise-lounge, a comfortable chair, a 
desk, a dressing table. 

‘*We thought,’’ says Mr. Roberts, 
‘*it would be nice, for a woman down 
town shopping, to have a place where 
she could drop in to rest a moment, 
or write a note, or telephone. She 
could arrange to meet a friend here, 
or hold a small committee meeting of 
a woman’s club.”’ 

There is a lounge on the mezzanine 
floor, furnished with comfortable, 
leather-cushioned chairs, where a 
man may meet a friend, or a com- 





OW counters and soft warm colors give the Cal- 
casieu National Bank a friendly atmosphere. an 


mittee, or read his paper in comfort, 
if he wishes, while he waits. 

A telephone booth has been con- 
veniently located, so that anyone ean 
run in from the street, at any time, 
to make a eall. 

These features were planned for 
the use of the publie in general. 

There is a spacious waiting room, 
fitted with comfortable chairs, in the 
department devoted to the Southwest 
Louisiana Farm Mortgage Co. 

Many farmers’ wives come in, with 
small children. They have to wait, 
sometimes, for an hour or two, before 
their husbands ean get through with 
their business. So this room was 
equipped comfortably, with plenty 
of room for the children. 

There is a bank hostess to look out 
for all women, especially strangers, 
who do not know just whom to see, 
or where to go. 
The hostess, 
first of all, wel- 
comes them 
and makes 
them feel per- 
feetly at home, 
then gives them 
whatever as- 
sistance they 
need—a provi- 
sion which is 
greatly ap- 
preciated by 
women cus- 
tomers. 


Community 
Room Is 


Provided 


A kitchen, 
with a cup- 
board for 
dishes, a gas 
range, a shiny 
white sink and 
iceless re- 
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frigerator, has been provided for the 


girl employes who bring their 
lunches. They may make coffee, tea, 


or chocolate ; or they may warm their 
lunches in winter or keep food fresh 
and cold in the refrigerator in sum- 


mer. Adjoining the kitchen is a 
room of many small tables, sur- 
rounded by chairs. 


This is used as a din- 
ing room. Here the 
employes may eat. 
The room is also used 
for assemblies, for the 
weekly meetings of 
the force, and for the 
sessions of the classes 
in the American In- 
stitute of Banking, in 
which there are rep- 
resentatives of every 
bank in the city, and 
of many mercantile 
enterprises. The bank 
offers this room for 
use as a city auditor- 
ium in which any 
kind of public meet- 
ings may be held. 

At the head of the 
stairway, easy of ac- 
cess without going 
through the main 
building, is a reading 
room, with bookcases 
of books, and _ soft, 
comfortable chairs. 

Quite often an em- 
ploye has some spare 















time. His work may 12. 
be so arranged that 

he has to wait for an- 13 
other to finish ‘a part, ‘ 
before he can resume 14. 


his share. Or he may 
have a few moments 
early in the morning 
or late in the after- 
noon to spare. Per- 
haps some of the boys 
in the A. I. B. classes 
find this a more convenient and com- 
fortable place than their rooms at a 
boarding house, in which to spend an 
evening or study their lessons. Or, 
if they wish, they may read some 
books on banking. 

On that same floor is a billiard 
table. ‘‘We thought the boys might 
like to drop in for a while in the 
evenings and enjoy a game or two,” 
Mr. Roberts explains. 

The boys will smoke, of course. 
So a room has been fitted up where 
they may come and enjoy a cigar, 
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Conveniences 


at the Calcasieu 


without fear that something will be 
set on fire. There is an ideal rest 
room, too, for the lady employes, and 
lockers for both men and women 


where their personal belongings may 
be safely kept during the day. There 
are shower baths as an added con- 
venience 


a welcome one. 








National Bank 


Lounge for women 
Lounge for men 
Telephone booth 


and families 
Bank hostess for women 


Kitchen with dishes, range and 


frigidaire for women employes 


Room for.use as city auditorium and 


for public meetings 
Reading room for employes 
Billiard table for employes 


. Rest room for women employes 
Lockers and shower rooms for all 


employes 


Coffee or lemonade served every 


afternoon 


Night depository for merchants 
Special burglar protection equip- 


ment 
Low, friendly counters 


Coffee is Served Daily 


‘*We’ve always tried to give due 
consideration to our employes,”’ said 
Mr. Roberts. ‘‘For instance, since, 
in Louisiana, most people have the 
habit of drinking coffee during the 
day, we have established the custom 
of serving coffee at a certain time 
each afternoon. In hot weather, for 
those who prefer it, we have iced 
lemonade. Now that we are able to 
move into a larger and _better- 
equipped building, we will be able 


Tt 


Waiting room for farmers’ wives 


to do many things that we have long 
wanted to do for our employes.’’ 
Do the employes appreciate this 


attitude on the part of the officials? | 
The question may be answered by the | 


fact that almost all the members of 
the force have been there since they 
accepted a position with the organ. 
ization as their first 
job. 

“Of course, we 
sometimes lose a girl 
because she gets mar. 
ried,’’ Mr. Roberts 
said, smiling. 

But that is the only 
reason they leave. 
One of the vice presi- 
dents, R. F. Green, 
started in the bank, 
on his first job when 
a mere boy. It pays, 
the bank believes, to 
keep employes, for a 
new worker isn’t 
worth much for some 
time. 





Another special 
feature of much in- 


terest in the new 
bank building is a 


night depository 
where merchants may 
make deposits outside 
of regular banking 
hours. Each of these 
customers has a can- 
vas bag furnished 
him, to which only he 
has the key. He may 
deposit this bag 
through a chute in the 
outside wall. When 
the bank reopens, two 
employes take out the 
bags and place them 
in the currency vault. 
The customer calls at 
his convenience, the 
bag is delivered to 
him, and the contents 
deposited in the usual way. This is 
especially convenient for merchants 
for use on Saturday night. 

Everything possible has been done 
to give burglar protection. An alarm 
system has been supplemented by 
such devices as mirrors set diagonally 
in the eighteen-inch passage ways 
which surround the six vaults in the 
building, making it impossible for 
anyone to approach from any direc- 
tion without being seen. 

Low, friendly counters have re- 
placed the cages of former days. 
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bodies, 


Cost 


N an endeavor to 

study the economic 
trend of banking 
from a _ standpoint 
of earning power, 
the author translated 
the dollar figures of 
incomes and ex- 
penses of bank ag- 
gregates, as pub- 
lished by regulating 
such as the 
Federal Reserve 
Board and the 
Comptroller of the 
Currency, into per- 
centages of gross in- 
come, and hence was 
able to trace the 
trend of the disposi- 
tion of each income 
dollar. 


These ratio 
studies were ap- 
parently of in- 
terest to bankers, 
for in 1924 a 
number of large 
city banks asked 
to distribute these 
charted studies of 
the expense ratios 
of member banks 
of the Federal 
Reserve System to 
their country 
bank correspond- 


How To Use The Laws Of 


And Income Ana 


By H. 


N. STRONCK 


Senior Partner, H. N. Stronck & Company, Consultants To Banks And Bankers 


ANALYSIS 
oF 


, AVERAGE EXPENSES AND PROFITS 


MEMEER GAN BANKS — FEDERAL RESERVE SYSTEM 


AVERAGE OF ALL BANKS IN EACH OISTRICT 





ANALYSIS BY SIZE GROUPS 
Chicago Member Banks—Seventh Federal Reserve District 


Average earning assets of 


Salaries and wages 

Int. paid on deposits 
Total expenses 

Net losses... .. 

Net additions to profits. 


Under 
$1,000,000 


32.118 31.157 
17.138 22.882 
77.358 80.185 

1.729 7.847 
20.913 11.968 


26.461 
27.749 
77.388 

4.102 
18.510 


$1,000,000 $2,000,000 $5, -_ ,000$10, — 000 Ove 
to to 
$2,000,000 $5,000,000$10, 000 ,000$15, 000, 000 


Per cent ratio to gross earnings 


r 
15,000,900 


25.301 23.295 19.392 
27.650 26.982 31.359 
74.966 77.412 69.637 

3.614 2.139 2.539 
21.420 20.450 27.824 


(Prepared by Division of Research and Statistics, Federal Reserve Bank of Chicago) 


ANALYSIS PER $100 OF EARNING ASSETS 
Average of all Member Banks by Districts 





lysis 


of banks through 
their state bankers 
associations and city 
banks. A copy of 
this well-known 
study is herewith re- 
produced for. illus- 
trative purposes. 
Banking was in 
an unprecedented 
era of bank failures 
and* reduced net 
profits, and henee 
regulating _ bodies, 
bankers associations, 
and prominent in- 
dividual bankers 
were advocating 
studies of banking 
eosts and better 
banking practices. 
These activities, 
together with sta- 
tistical studies of 
bank incomes and 
expenses made by 
regulating bodies 
and bankers as- 
sociations, led 
bankers not only 
to more carefully 
determine their 
own results from 
operations, but to 
compare these re- 
sults with such 











Per $100 of Earning Assets Boston New York Philadelphia Cleveland distributed statis- 
ents. This form Interest on deposits MERE TE NICE $2.41 $2.00 $2.03 $2.56 ties, and an era 
; setieg Interest on borrowed money rere .08 .08 .09 07 ; 

of ratio statistics mer nonfeee oly pessoas an san “ta of comparisons 

became so popular kava cake tacccss a awag nae ts Gey! 04 é 34 40 developed in the 

that ; 1i ° All other expenses .63 66 62 64 I ki e field 
at a new edition Total expenses $4.38 $4.10 $4.17 $4.85 banking = 

was compiled each Net earnings : nape 1.73 2.06 2.06 1.73 which, if earried 
° e Net losses... elGwiat 51 35 32 Al . ° 

year and distrib- Net additions to profits $1.22 $1.71 $1.74 $1.32 out on a scientific 


uted to thousands 


(From Federal Reserve Bulletin) basis, should re- 
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sult in better banking practices. 
To date, the most generally-avail- 
able, and by far the most widely dis- 
tributed statistics have taken the 
form of the one illustrated ; ‘‘ break- 
downs’’ of these aggregate ratios into 
size groups of banks; of National 
banks into groups by reserve eities 
and country banks by states; of all 
banks, both state and national for 
certain states. 

In these studies, the major expense 
groups are stated as percentages of 
gross income. Other  widely-dis- 
tributed statistics of the Federal Re- 
serve Board express the incomes and 
expenses as ‘‘per $100 of earning 
assets.”” The tables are illustrations 
of such statisties by size groups and 
per $100 of earning assets. 

Since the ‘‘ make-up”’ of sourees of 
income and rates of income from earn- 
ings assets, and the ‘‘ make-up’’ of the 
deposit and loan business varies con- 
siderably between individual banks. 
any comparison of the expense ratios, 
either in relationship to gross income 
per $100 of earning assets or per $100 
of deposits, of an individual bank 
with similar ratios of aggregates of 
other banks, whether by size groups 
or not, is relatively meaningless for 
the purpose of determining devia- 
tions from standard costs. 

All that such a comparison can 
possibly do is to indicate the position 
of an individual bank in the general 
banking field. 

The fallacy of comparisons with 
such broad ratios, for the purpose of 
determining sub-normals in expense 
groups of individual institutions, was 
elearly disclosed to the author after 
a detailed study of all of the factors 
which influence expenses and net 
profits in several hundred banks, 
located throughout the United States 
and ranging from small country 
banks with deposits of less than 
$500,000 to large metropolitan insti- 
tutions with deposits in excess of 
$300,000,000; in banks whose entire 
source of income was from interest 
and discount to banks whose major 
source of income was from bond, 
trust and real estate mortgage opera- 
tions; in banks whose deposits were 
almost entirely made up of demand 
deposits to banks which are primarily 
time deposit or savings banks. 

A study of these detailed factors, 
gathered in many different types of 
banks, and assembled in a truly-com- 
parative manner, led the author to 


(Continued on page 30) 
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Laws Affecting Comparative 
Costs of Fund Conversion 











1 The greater the conversion into local loans, the 
* greater will be the conversion cost per $100 of 
aggregate earning assets, the greater the loss possibili- 
ties and the greater the average rate of income. 

This explains why a bank with a large proportion of investment 
bonds in its total earning assets, should have fewer loaning officers 


and a lesser conversion expense per $100 of total earning assets than 
a bank with a large proportion of loans and discounts and a small 


proportion of bonds and securities. 

ys The greater the proportion of loans secured by 
*ample marketable, or other prime collateral, to 

tdtal loans, the lesser should be the loan cost per $100 


of total loans. 
3 The greater the proportion of small loans to total 
¢loans in number, the greater will be the loan cost 
per $100 of total loans. 
A large percentage of the loans in number may be so small that 


the income derived therefrom does not compensate for the cost of 
funds and the handling cost of loans. 











Other laws which affect the cost of handling the 


deposit business are: 

] In demand deposits, the greater the proportion of 
*small accounts to total accounts in number, the 

greater will be the operating expense ratios per $100 of 

demand deposits. 








A realization of this law has caused the introduction of ‘‘service 
charges”’ on small checking accounts. 



















In savings departments, the greater the average 
* balance per account, the lesser will be the current 

operating expense ratios per $100 of aggregate savings 

balances, outside of interest-paid-on-deposits ratio. 


A study of the activity of savings accounts indicated that the size 
of balance factor in an account did not influence the number of trans- 
actions during a given period of time; small accounts are just as 


active as large ones. 

3 The greater the “turnover” of deposit accounts, 
*the greater will be the current operating expense 

ratios, outside of interest paid, per $100 of aggregate 

deposits. 


4, Other things being equal, the greater the ratio of 
* deposits to invested capital, the greater will be the 
net profits to invested capital. 
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these displays last year. 





$5,000 was well-spent in making these windows suitable for 
* displays. Half a million people (by weekly count) viewed 


900% Increased Circulation 
For Window Displays 


How this remarkable result was accomplished 


Ast year over half a million peo- 

ple stopped to look at window dis- 
plays in our three front windows. 
This is an estimate based upon an 
actual count of the number who 
stopped to look at each display dur- 
ing a certain hour of every week dur- 
ing the year. It does not refer to 
the number who may have glanced 
at the window displays unconscious- 
ly. It ineludes only those who ae- 
tually stopped to look at the displays 
we had prepared. 

This large number of readers rep- 
resents an increase of about 500% 
over our previous ef- 
forts to attract the 
public through our 
windows. We former- 
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By JAMES RINGOLD 


President, United States National Bank, Denver 


lv used the usual bank posters, and 
placed them in our rather high win- 
dows faeing the street. The great 
inerease in our number of readers 
dates back to the time when we de- 
cided to spend $5,000 to install 
modern, attractive show-windows in 
which our displays could be placed. 


“We Built Modern and Attractive 
Show Windows” 


The alterations in our building 
were completed somewhat over a 
We built the finest display 
windows we knew how to construct. 


year ago. 


HE editors believe this to be the most helpful and com- 
plete article on bank window displays ever published. 


Many other banks who have con- 
structed special windows for adver- 
tising purposes have done so with 
the thought that they should be built 
as well as could be done without in- 
terfering with the interior arrange- 
ment of the bank in any way. 

We took the opposite point of 
view. Our windows were to be con- 
structed from the standpoint of the 
public. They were to be just the 
right height from the ground so that 
the passerby would find them in his 
natural line of vision. They were to 
be built deep enough so that the post- 
ers and other mate- 
rial used would not 
be directly behind the 
glass, but would have 
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the benefit of proper perspective. 

The windows were to be enclosed 
against dust and flies, lighted at 
night, ventilated to prevent frost in 
winter, and must be built of such 
high quality materials that they 
would appear attractive to the eye 
before any display was placed in the 
window. 

These were our objectives, and if 
the heating, ventilating, and electric 
light systems, as well as the style of 
interior woodwork within the bank, 
stood in the way of these require- 
ments, the windows were to have the 
right of way. Fortunately, we were 
able to work out most of the altera- 
tions required by this type of win- 
dow. 

We changed the type of radiators 
that stood in the way of windows of 
proper depth, and moved the electric 
light conduits. We changed the in- 
terior trim of the room when neces- 
sary to fit the needs of the windows. 
We rearranged and changed the win- 
dow draperies to be in accord with 
the new idea. 

On the outside of our building 
even greater changes were necessary. 
Our window sills were of heavy 
granite and stood about shoulder 
high. We cut right through the 
building wall and placed a new base 
for our window displays only 30 
inches from the sidewalk. We had 
ornamental iron pillars set on either 
side projecting from the building 
and having an ornamental iron 
decoration across the top. We took 
out the glass from the center of our 
windows, which were paneled, and 
put in a new sheet of clear glass. 

The finished job proved to be in 
accord with our plans. We had 
added interesting detail to the front 
of our building, had constructed dis- 
play windows that our advertising 
department considered ideal for the 
purpose, and were ready to begin 
work. 


“We Bought Suitable Window 
Fixtures” 


Our first step was to purchase 
suitable fixtures for the display of 
the matter we wished to present in 
the window. We bought three large 
frames of walnut, two feet by three 
feet for the display of posters. We 
had holders made, also of walnut, to 
support these frames. 

We then bought a large number of 
stands called by the display trade, 
‘*box goods holders,’’ on which to 
present check books, travelers 
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A Variety Of Display Fixtures Needed 


This bank has the following: 


Three large walnut frames two feet by three feet 
for the display of posters. 


Walnut holders to support these frames. 


A large number of box goods holders on which to 
present check books, travelers checks, Christmas 
Club books, dime savers, and the like. 


Some walnut slabs of proper size. 
Some small tables about a foot high. 


+ 


cheeks, Christmas Club books, dime 
savers, and the like. We also bought 
walnut slabs of proper size and small 
tables about a foot high upon which 
to display other articles. 

These fixtures have helped us 
tremendously in presenting dignified 
displays. One of the chief criticisms 
of modern bank display windows is 
the fact that they often present a 
rather disorderly appearance. Good 
fixtures displayed in a good show 
window avoid this criticism. 


“Creating Ideas For Displays” 


After our windows were ready for 
use, our next problem was to create 
suitable ideas for window display 
purposes. We found that the best 
way to do this was to take our various 
departments, one at a time, and 
classify the various services offered. 
Take our affiliated investment or- 
ganization, for example. We listed 
all the various services offered. The 
sale of bonds, the analysis of secur- 
ities, financial counsel, and the like. 

Then we listed all the various 
helps—such as income tax booklets, 


+ 


security record books, primers of in- 
vestment, ete. Each of these aids 
could be shown in the window, like 
groceries or toothpaste. Next we 
classified our current bond offerings 
according to purpose of issue, or the 
locality where the bonds originated, 
or the business in which the corpora- 
tion was engaged. 

If a bond came from some interest- 
ing part of the country, we showed 
photographs. 

If the bond was secured by an of- 
fice building we showed a sketch of 
the building. 

If the bond was secured by an en- 
tire community, such as a city, we 
showed an airview of the community 
itself. 

Where we had to advise the public 
regarding Liberty Loans called, or 
due, we showed pictures of the 
Treasury Department, Liberty Loan 
posters, and the called bonds them- 
selves in the window. 

In this way, we found it was not 
difficult to present 52 different win- 
dow displays on investments during 
the year. 
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Trust Department Displays 
Attractive 

In connection with trust depart- 
ment displays we discovered very 
early that the public has an interest 
in the wills of famous people. If 
you place a document 
in the window and 
eall it ‘‘A Modern 
Will,’’ a limited num- 
ber of people will 
look at it. 

If you can show a 
similar document and 
ean name it ‘‘ Extract 
from the Will of 
Caruso,’’ the number 
who read will be in- 
ereased three or four 
times. And, what is 
more important to 
you, the public will 
read clear through the 
document and down to the last line 
of your explanatory card outlining 
the services of your trust depart- 
ment as executor of wills and admin- 
istrator of estates. 


Savings and Thrift Displays 


A few sample displays for our sav- 
ings department showed that the 
public had a very real and lasting 
interest in figures on household 
bugdets. We now use all these 
figures we can obtain. If Roger 
Babson outlines the proper portions 
for rent and food one week, the pub- 
lie seems even more eager to read 
what some other economist believes 
the proper proportions the next 
week. 

Our window displays proved an 
ideal method for the distribution of 
dime savers, and similar articles con- 
nected with the savings department. 
We distribute quite a number of sav- 
ings helps, of one kind and another. 
The windows proved ideal for this 
purpose. 

We next tried presenting the 
words of famous living men about 
savings. These proved quite good 
also. The public turned up its nose 
at the sound advice offered by Ben- 
jamin Franklin, George Washington, 
and others. It was glad to stop and 
read similar words, however, from 
the pens of Thomas Lipton, Thcmas 
Edison, George Ade, and others still 
living. 


General Banking Displays 


We found it very easy to attract 
attention to our commercial banking 
services by contrasting them with 
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the crude methods used in early 
times. We showed crude forms of 
money used in trade and barter in 
primitive civilizations. These proved 
uniformly attractive. It was in con- 
nection with these that we discovered 


gry 














Window displays have proved 
to be the least expensive 
method of distributing literature. 


+ 





Window Displays 
Proved Profitable 


For — 





Securing trust customers 


Encouraging household 
budgets 


Distributing dime savers 


Securing new commercial 
accounts 


Promoting the use of the 
after-hour depository 


Renting safe deposit 
boxes 


the public interest in modern money 
as well. 


Our best display of the year, one 
that attracted over 20,000 people in 
a week, was a display showing our 
own bank notes together with the 
machine we use for cutting and sign- 
ing these notes as they are received 
from the government in large sheets. 
The display included, also, the first 
bank note issued by the bank at the 
time it was established about 25 
years ago. 


We have used variations of this 
idea three different times, and all 
proved interesting to the public. 
Naturally, we are anxious to eall at- 
tention to the fact that we are a 
national bank under government 


supervision. These 


displays of-bank notes 
. have given us a good 


3 | j 
Soom peuEE 
aces WORER 


AIDS TO 


THRIFT a, 
tate oe a _ 


opportunity to do 
this. 

We have shown a 
number of displays on 
travelers checks. 
None of these dis- 
plays were as inter- 
esting to the public 
as the mere showing 
of the checks them- 
selves. Denver citi-. 
zens use travelers 
checks, I believe, as 
much as the average 
city. Yet there are many who have 
never seen them. 

We had an interesting experience 
at the time we installed our ‘‘ After 
hour depository.’’ Our advertising 
department secured a photograph of 
a young lady placing a coin sack in 
this device. This was enlarged and 
used as a window-display. In an 
entire day, less than 50 people 
stopped to look at it. ~ 


Interest In Night Depository Grows 


The following week, a display was 
prepared showing the ‘‘zipper-top’’ 
canvas bags used to hold the money 
that is dropped down into the vault 
below by means of the after-hour, 
device. This display attracted over 
800 people a day. 

The following week we showed a 
poster two feet by three feet entirely 
filled with printed matter relating 
to the operation of the after-hour 
device. It contained no illustration 
or decorative matter of any kind. It 
looked about as interesting as the 
fine print on a life insurance policy, 
yet over 800 people a day stopped to 
read it and during the week it at- 
tracted over 5,000 people. 

Of course the window displays 
were of great help to us in promot- 
ing our Christmas drive. We showed 
Christmas Club books, Christmas 
Club checks, and the various kinds of 
advertising matter relating to the 
elub. We were not able to arrange 
displays, however, that would get 
attention to the extent we desired. 
This is a problem before us for 
next year. 

(Continued on page 32) 
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Employes Save $2,500 


Above Employe Welfare Expense 


By BYRON DUNN 


Cashier, National Bank of Commerce, Lincoln, Nebraska 


INCE 1910 there has been an em- 

ploye organization within the 
National Bank of Commerce of Lin- 
eoln, Nebr. which is called the Em- 
ployes Mutual Benefit Association of 
the National Bank of Commerce. It 
is a thrifty organization, too, with 
dues paid in and a handsome surplus 
at the end of the year. This has done 
much toward moral upbuilding, co- 
operative support and loyalty. 

The association elects officers each 
year and a report of the treasurer, 
covering the last year’s activities, is 
one of the permanent notices on the 
dining room bulletin board. Repro- 
duced here is a copy of the report 
appended to the bulletin 
January 1. 


board 


This statement has several inter- 
esting points. Under the heading, 
‘cash paid,’’ we have ‘‘medieal, 
$173.55.”" Most of this was con- 
tributed toward the expenses of a 
former bank employe who has been 
hospital-confined for many months. 
The donation was contributed by the 
organization gladly 
and without out- 
side suggestion. 


The sum after 
‘‘entertainment’’ 
shows that the 


group of young 
people do have an 
occasional social af- 


fair. The amount 
includes all costs Savings 
of theatre tickets, Checking 
dinners and _ inci- 


dentals pertaining 
to social activities. 
$72 worth of flow- 


‘ Bank dues 
ers represents quite 2g protest fees 
a bouquet, but Interest . . 
these were  pur- Total receipts 


chased not only for 
an occasional eve- 
ning entertain- 
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The 


CASH—BEGINNING OF YEAR 


Total cash, Jan. 1 


Cash received 
Employes dues... . 


ment, but for folks on the sick list. 


The next item shows, too, that 
our people are normal human be- 
ings and now and then one will 
launch forth in the ship of 
matrimony. $88 will go a long 
way, too, when judiciously spent 
for wedding presents and a num- 
ber of young married couples are 
being permanently reminded of 
their association with the bank by 
such gifts. 

When the checking account gets 
above a reasonable figure, the sur- 
plus is converted into bonds. At 
the present time, this association 
holds and owns $2,500 worth of 
securities. 

The organization was formed in 
1910 and this bond investment is 
the surplus over the entire period. 
Most of the monies are expended 
for the various things mentioned. 
bank doubles every dollar 
paid by members of the association. 
Another income is derived from two- 
thirds of all protest fees, the re- 


TREASURER’S REPORT 


Employes Mutual Benefit Association—National 


Bank of Commerce 


Statement for year 


Savings 
Checking .. 
Total cash, Dec. 31 


Cash paid 


. $466.88 


Entertainment 

Flowers 

Wedding gifts 

Charity 

Total disbursed 
Securities (bond) $2,500 


FORREST B. BEAMS, Treasurer 





CASH—END OF YEAR 


This Employe 


Association 













































1. Purchases wedding 
gifts for employes 

2. Pays part of expenses 
of hospital-confined 
employes 


3. Gives social functions 
for employes 


4. Sends flowers to sick 
employes 

5. Pays $15 a week to ill 
or disabled employes 

6. Allows $10 a month 
on doctor bill 


7. Invests surplus in 
bonds 






































maining third reverting to the at- 
torney in the ease. 
Employes receive $15 per week 


during sickness or any disability, 
after the first two 
weeks. This is paid 
by the bank and is 
continued for a 
period of 15 weeks. 
The association also 
allows $10 on any 
medical expense 
per month. The 
only medical ex- 
pense not paid by 
the association is 
dental work. 

Such an organ- 
ization gives the 
employes an ac- 
tive interest in 
their individual 
welfare. It brings 
them together in 
various activities, 


(Continued on page 49) 
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IRECTORS’ Room, First Na- 
tional Bank, Louisville, Ky. 


ividend Creates Liability 


For Directors 


If declared when losses equal to or exceeding the 
undivided profits then on hand have been sustained. 
One of a series for directors by this same author. 


“~. ENTLEMEN, each of you is 
personally liable for the div- 
idend paid by this bank on June 
30!”’ 

Any bank director ean easily im- 
agine how he would feel on being 
informed of such liability for having 
voted to pay a dividend to the stock- 
holders of his bank. 

It, therefore, was not surprising 
that the directors were speechless 
for some seconds after this statement 
of the bank examiner at the close 
of his examination of the Merchants 
Bank. 

To support his statement the ex- 
aminer took from his brief case a 
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By F. LEE MAJOR 


Vice President, Boatmen’s National Bank, St. Louis, Mo. 


copy of the Banking Laws and read: 

‘*No officer or director of any bank 
shall, during the time it shall con- 
tinue in business, withdraw or per- 
mit to be withdrawn, either in the 
form of dividends or otherwise, any 
portion of its capital. If losses have 
at any time been sustained by such 
bank, equal to or exceeding its un- 
divided profits then on hand, no 
dividend shall be made; and no 
dividend shall ever be made by any 
bank, while it continues in business, 
to an amount greater than its net 
profits then on hand, deducting there- 
from its losses and bad debts, to be 
ascertained by a careful estimate of 


the actual cash value of all its assets 
at the time of making such div- 
idends.”’ 

‘*You see, gentlemen, in declaring 
and paying a dividend on June 30th 
you violated this section of the law. 
When I examined this bank about 
seven months ago, three large credit 
lines were severely criticised. At 
that time most of you directors 
thought me rather severe and one or 
two of you clearly indicated that, in 
your opinion, I was badly mistaken 
about these lines. 


that examination, how- 
ever,’’ continued the examiner, ‘‘two 


**Sinee 


(Continued on page 50) 
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Increase Y 


HE duties of the comptroller in 

some of our larger banks have 
developed to such an extent that the 
position today has become a very 
necessary one in the successful opera- 
tion of a large banking institution. 
The comptroller is primarily the staff 
representative or independent ob- 
server responsible to the board of 
directors, but generally reporting to 
one of the senior officers. His opera- 
tions border upon, and in many eases 
overlap, the duties of other of- 
ficers of the bank, although, 
generally speaking, he is not 
involved in the daily routine 
operations. He is an ‘‘outside 
observer’’ and as such it is his 
duty to review the routine 
operations and eall to the at- 
tention of the executives the 
trend of certain figures and 
tendencies which may develop 
from time to time. 

The office of comptroller has 
arisen because of a demand for 
it, and has developed to the 
position it now occupies be- 
eause of its usefulness to the 
bank. Due to the variety of 
duties and the nature of the 
position, it can readily be seen 
that the office of comptroller 
ealls for a good deal of tact. 

The general duties of the 
comptroller can be grouped 
into two main functions, with 
various subdivisions, outlined 
somewhat as follows: 

1. Preparation and analysis 
of statistics pertaining to: 

a. The budget 

b. Operations of the bank 

ce. Outside sources and business 

in general 

2. Independent observer and ad- 
visory officer : 

a. Analyzing units or depart- 

ments for the purpose of ef- 
fecting improvements and 


How A Comptroller Can 


By ARTHUR T. BRETT 


Cashier, California Bank, Los Angeles 


economy of operations 
b. Observation of results 
duced by other banks 
ce. Observation of relations be- 
tween the public and the bank. 
In considering the first main fune- 
tion, that of preparing and analyz- 
ing statistics, we find that the comp- 
troller is responsible for, a., the 
‘“budget,’’ and although the budget, 
to quote Richard Saunders, im- 


pro- 


presses some people as being a sort 



























How The Comptroller 
Serves The Bank 


1. In the preparation and anal- 
ysis of statistics pertaining to: 


a. The budget 
b. Operations of the bank 


c. Outside sources and busi- 
ness in general 


2. As an independent observer 
and advisory officer: 


a. Analyzing units or de- 
partments for the purpose 
of effecting improvements 
and economy of operations 


b. Observation of results pro- 
duced by other banks 


c. Observation of rela- 
tions between the 
public and the bank 


of ‘‘ pious hope,’’ it has come 
into general use and is the 
proper duty of the comptroller to 
prepare it carefully and keep a close 
watch as to its final working out. It 
is unnecessary to discuss at length 
the benefits to be derived from a well- 
balanced program covering loans, in- 





Arthur T. Brett 













our Bank’s Profits 


vestments, estimated income and ex- 
penses, as these matters are self- 
evident, but herein lies one of the 
most fertile fields for the work of the 
comptroller. The budget is a 
**governor’’ or ‘‘safety valve’’ which 
is invaluable in controlling the pres- 
ent day trend toward ever-increasing 
expenses. 

Under b., the ‘‘operations of the 
bank,’’ we find that it is the comp- 
troller’s duty to see that the bank’s 
assets are properly protected 
and safe-guarded. He is as- 
sisted by an auditing staff in 
charge of a competent auditor 
in making the physical exam- 
inations and maintaining such 
controls as are necessary. 
Through his supervision of the 
general books, the comptroller 
keeps a close check on the asset 
and liability accounts, and the 
earning and expense accounts. 
Unpaid matured loans, invest- 
ments in default, losses and re- 
coveries, reconcilements of bank 
accounts, banking department 
requirements, taxes, insurance 
and other related matters all 
require the attention of the 
comptroller and his assistants. 
In the next division, ¢., ‘‘ out- 
side sources and business in 
general,’’ the comptroller has 
as a major part of his work 
the interpretation of trends 
in business that affect the 
bank’s interests or develop- 
ments in any one particular 
industry which may have a 
bearing on the bank’s policy 
regarding that industry. 
Calculations as to trends of 
business cycles, gathering of statis- 
ties, the many different monthly 
trade bulletins and services prepared 
by economists are all a result of the 
attempt of modern business to fore- 


(Continued on page 51) 
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VIEW in the busy harbor of Calcutta, India- Our trade with India has 
increased as American bankers have extended lines of credit for foreign trade. 


_ Help Develop Foreign ‘Trade 


And Your Bank’s Deposits Will Grow. 


Opportunities for Multiplying trade 
with India and the East Indies 


HE majority of American busi- 
ness men and manufacturers are 
familiar with the phrase, ‘‘This is a 
bank and not a commercial house!’’ 
usually made by the banker when 
something unusual to banking 
routine is requested by a customer. 
The banker is often criticised for 
his short-sightedness, and justifiably 
so, if he maintains that his bank is 
commercially progressive. On the 
other hand, the bank may not be 
equipped to handle certain types of 
business regardless of progressive 
ideas and policies, and the customer 
may not be fair in his criticism. 
Nevertheless, that phrase has been 
expressed too often for the best in- 
terests of bankers. Every progres- 
sive banker is always interested in 
finding ways and means to gain new 
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By KING HAMILTON GRAYSON 


Consulting Research Engineer 


customers and to increase daily bal- 
ances. 

However, ‘‘this is a bank and not 
a commercial house’’ applies so 
forcibly in practice even though not 
expressed in words, that American 
bankers are losing potential and cer- 
tain deposits which might be gained 
by a closer cooperation between them- 
selves and their customers who are 
interested in business with India and 
the East Indies; and by a clearer un- 
derstanding of the same relationship 
between the bankers and traders of 
the Indian areas. 

Some bankers believe that a trip 
or two around the world, with short 
stop-overs at foreign cities, gives 
them the entire picture. Such could 
not possibly be the case when even 
those who were born in India or the 


Indies, or who have resided there for 
years, frankly tell us that they have 
not yet fully comprehended all re- 
quirements for successful banking 
and commercial business in those 
areas. 

Desires which are mutual on the 
part of two individuals or nations 
usually bring forth successful fruit. 
Those of us who know India and the 
East Indies realize that there has 
been a growing desire on the part of 
all merehants, traders, and producers 
in that section of the world to in- 
erease the volume of trade with the 
United States. 

Many American manufacturers 
and exporters have been equally de- 
sirous of introducing our goods into 
the Indian markets. A comparison 
of the potential and the actual busi- 
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ness completed during the past few 
years, dating from 1910, however, 
truly confirms the American banker's 
remark, ‘‘This is a bank and not a 
commercial house!’’ 

During the period of 1910 to 1914, 
the total exports from the United 
States to India amounted to $10,- 
900,000. In the period of 1921 to 
1925 American 
bankers extended 
greater lines of 
eredit to export 
firms with the re- 
sult that this in- 
creased our trade 
with Indiato 
$38,200,000. 

The year 1925 
seemed to be a 
turning point; 
however, the true 
reason being the 
Indians’ desire to 
‘“‘break the Brit- 


merchants in Ceylon, India and the 
East Indies are looking forward to 
a trade development with the United 
States many times greater than that 
of 1927. 

He pointed out that the ‘bankers,’ 
both of America and the Orient, by 
studying each other’s requirements 
more closely, would prove to be the 


Opportunities In India 


HE American banker can vastly increase 
shipper-depositors’ accounts by maintain- 
ing a closer contact with the Indian bankers, 
and thereby safeguarding the long-term com- 
mercial paper. 


CHD 


000 in 1910 to 1914 to $43,500,000 in 
1927, between Ceylon and the United 
States, was due mainly to an ever. 
increasing friendship and respect by 
his countrymen for Americans. 

A few of the items to which he 
called special attention included the 
tremendous gains made by the sale 
of goat and kid skins, tea, rubber, 
cotton, and bur. 
laps by British 
India to the 
United States. 

During the 1910 
to 1 9 1 4 period, 
American bankers 
handled the 
drafts for $7,183,- 
000 worth of rub- 
ber as compared 
to $235,189,000 in 
1927. Exports to 
British India and 
Ceylon from the 


ieee Investigation in reliable channels points con- posers Psighe ri 
1926 their pur- clusively to the certainty of doubling the 1927 over the 1910 
chases increased present exports to India and the Indies during to 1914 period, 
to fifty million the next year, if bankers and shippers will give while our imports 
ttn or nerty | is phase a closer study. Se 


in one year than 
was accomplished 
in the entire 1910 
to 1914 period. 


<C> 


India and the Indies offer an unlimited field 
for trade development, providing American 


only 159.1% in an 
equal period. 
Exports to the 


7 bankers devote the necessary time and research Duteh East ie 
Further credits ; ; 3 dies gained 
Sin: Giles: Se to secure a safe foundation against which they 937.3% and our 
American firms, can advance money to American depositors, imports from 


and our bankers 
began seriously to 
eonsider and 
study the require- 
ments of the In- 
dian buyers and 


bankers. This re- 
sulted in a tre- 
mendous gain 


during 1927 when 
the total exports 


to British India 
alone amounted 


to $63,300,000, or 

1.2% of the total American export 
trade. This splendid volume of busi- 
ness was. however, less than half of 
the sum which American firms spent 
in India during 1927. Our imports 
during the last year amounted to 
$131,000,000. 

Mr. Peter Perera, a thoroughly- 
posted Ceylonese merchant recently, 
in discussing the subject of Indian 
business and potentialities, said that 
by and large the greater majority 
of exporters, manufacturers and 
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whose products are desired and for whom 
countless orders are merely awaiting a salesman. 


CHD 


The time, study and research will repay many 
millions in profits, but the American banker 
must be ready at all times to cooperate with 
his clients toward perfecting every banking 
safety plan to collect the money when due. 





greatest aid toward that end. He 
continued, however, and _ added, 
‘* American bankers will have to be- 
come commercial bankers in the same 
sense as those of England, Germany 
and France, if the exporting and 
manufacturing firms of the United 
States are to secure the plums which 
are begging to be picked by those in 
America in preference to those in 
Europe.”’ 

Mr. Perera pointed out that the 
gain in foreign trade from $10,400,- 





them gained 
894% in 1927 
over those of 1910 
to 1914. This 
vast increase is 
merely an indica- 
tion of what is 
potentially pos- 
sible in the way 
of further busi- 
ness to be de- 
veloped by the 
cooperation of the 
American banker 
and such clients who may be inter- 
ested in trade with that section of 
the world. 

There is a vast difference between 
erude and finished products as ap- 
plied to the trade language used in 
India and the Indies and that in the 
United States. 

In the case of crude products, the 
majority of drafts are drawn at 
sight, but with those covering manu- 
factured merchandise, from 60 to 

(Continued on page 56) 
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And is in the very center of things at 


New Business Manager Is Host 





the First National Bank in Fort Worth 


HE first person customérs come 

in contact with upon enterirg 
the First National Bank of Fort 
Worth, Texas is the new business 
manager. This is due to the fact 
that the new business department is 
located in the eenter of the lobby, 
near to the entrance, (as shown in 
the photograph) and the new busi- 
ness office is surrounded on three 






will and trusteeship. 
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1. An old lady, who at first sight appeared to be a poor 
prospect, opened a savings account with $2,000, rented a safe 
deposit box, and consulted with the trust officer regarding a 


2. A $10,000 deposit made by a drifter was held as a per- 
manent account, and the trust department arranged a 


= 


By W. H. BUNCH 


Manager, New Business Department, First National Bank, 


Ft. Worth, Texas 


sides by the only cheek desk in the 
lobby, so that everyone entering has 
oceasion to stop at the very rail sur- 
rounding the new business desk. 

All new accounts are opened here, 
of course, and the new business officer 
has an opportunity to keep in per- 
sonal daily contact with every cus- 
tomer. 

Of course, it is unwise to eredit 


er) i. a Po 


wiiiwl 


Three Typical Cases 


distributing point. 





living trust, which proved quite profitable and worthwhile. 


3. While opening a small account for a salesman, it was 
learned that his company was interested in Fort Worth as a 


profitable commercial account. 


the inerease in deposits to any one 
thing. We have a new building, and 
this in itself has inspired all of us 
to take more interest in securing _ 
new business. But certainly, hav- 
ing the new business department in 
the most prominent place in the 
lobby, has had its influence on our 
inerease of $2,559,075 in deposits 
during the past year. This is an in- 


Profitable Accounts Wander Into The Lobby Every Day. 
Here’s A System That Keeps Them From Getting Away 





A letter to the company brought back a 







































































































crease of more than 10% in one year. 
The location itself is not all of the 
special effort we have made. Sev- 
eral things needed to be done to take 
full advantage of the location. In 
the first place, our new business 
workers must be fairly familiar with 
every department of the bank. 

This does not mean that we simply 
need to know what business is trans- 
acted in the different departments, 
but it means rather that we must 
have such a keen appreciation of the 
value each department can be to 
customers, that as soon as we begin 
to talk to a customer we immediately 
sense some service that one of our 
departments could render to the ad- 
vantage of the customer. 

This knowledge must be amplified 
as often as possible, and this ampli- 
fication comes from talks with people 
in the various departments. As our 
work develops we find that the work 
itself keeps us in contact with the 
departments, for when we take a cus- 
tomer to the trust department, we 
learn certain things in the brief con- 
versation we hear while we are there, 
that gives a new slant on the work 
the department is doing. 

New business is not merely selling 
new deposit accounts but we regard 
it as the opening of a new customer 
contact with the opportunities for 
additional sales. With this thought 
paramount and aware of the value 
of the impression made by the first 
eontact, we are ever mindful of our 
duty to handle in a most tactful and 
most courteous manner each new de- 
positor. 


Our first thought after one ex- 
presses the wish to open a new ac- 
count, is to have the applicant seated 
comfortably and relieve him of any 
thought of embarrassment or that 
there is a lot of ‘‘red tape’’ con- 
nected with the transaction. 

Ninety per cent of folks now days 
have a keen sense of humor and to 
get them to smile with or at you is 
the first step in having them feel at 
ease and at home. They will then 
be able to give you a fair specimen 
of their signature and talk freely. 
From the conversation you will 
gather valuable information as to 
prospects and the need for other 
services. 

The writer opened an account 
for an old lady who had the appear- 
ance of an object of charity and 
when complimented upon her thrift 
habits, we were told of a savings ac- 
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count of $2,000 
which she had in 
another bank 
and of the prop- 
erty she owned. 
She was then, in 
my mind, a pros- 


Advantages of This 
New Account 


Record 


1. Includes carbon of 
first deposit. 






Accowas fe 


FIRST NATION/ Pony, 
~ Onn, 


Fort Worn. Te: 


onerous burden. 

While opening 
an account with 
a salesman, I[ 
learned his com- 
pany was look- 
ing with favor 







pect for other — , upon Fort 
departments. 2. Makes it impossible Worth as a 
I told her of to forget to record in- Southwest  dis- 







the advantage of 


formation desired about 


tributing point 


transacting all customer. and in answer to 
of her business our letter out- 
here and _ she 3. Serves as _ parma- lining Fort 
agreed to give nent record of history of Worth’s = facil- 
us her savings customer’s use of various ities, and ex- 









account after 
the next interest 
paying period. 
A safe deposit 
box was rented 
her for her in- 
surance papers, 
deed and ab- 
stracts. She also 
talked with our 
trust officer re- 
garding her Will and the distribu- 
tion of her estate, leaving the bank 
with the statement that she had never 
had a bank take quite so much inter- 
est in her and she was very grateful. 

An old man came in some time ago 
with a deposit of around $10,000 and, 
while in conversation, I learned that 
he had no permanent address and 
was moving this money about the 
country with him. I talked with him 
about a living trust and our trust 
officer fixed him up. He had never 
heard of such a thing before and was 
greatly pleased to be relieved of the 


record for 





departments. 
4. Serves as prospect 


business work. 


5. Has a definite value 
to loan officer. 


pressing our de- 
sire to assist 
them in any way 
possible, they 
enclosed a check 
as an initial 
deposit and 
thanked us for 
our interest. 

We learn, if 
possible, why 
our bank was selected and if recom- 
mended by someone, a letter of ap- 
preciation is directed to this party 
which always has a favorable reac- 
tion. Something of importance can 
be gathered from every new deposi- 
tor if time will permit you to en- 
gage them in conversation. 

One of the most helpful forms we 
use is a deposit slip made so that the 
duplicate of the first deposit becomes 
a part of our central information re- 
port. One of these is reproduced 
herewith. A careful study will de- 
velop many interesting facts. 


future new 
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Prevent Losses 


From 


Bad Checks 


By ALAN D. WHITNEY ‘ 


Former Vice President, Bryn Mawr State Bank 


NE of the important functions 

of a community bank is the eash- 
ing of checks, not only on it but on 
others, for the accommodation of 
both customers and of strangers. In 
the case of depositors who earry sub- 
stantial accounts, little or no risk is 
involved in this service, because bal- 
ances on hand are a_ protection 
against returned items. But fre- 
quently requests are made to cash 
ehecks much larger than the corres- 
ponding account, and often the favor 
is asked by those with no account at 
all. 

To have a hard and fast rule never 
to extend this courtesy where there 
is little or no protecting balance may 
be the safe thing to do, but it will 
certainly hurt business. On the 
other hand, to cash checks promis- 
enously, may be very expensive. 

In giving this service, some gen- 
eral rules might be remembered. Be 
wary of the person in a hurry! 
Maintain the rule for an officer’s 
0. K. of each item. Be careful of the 
individual who answers questions 
reluctantly, or with undue uncer- 
tainty. Get all the information 
necessary, and write it on the back 
of the check. However, if the item 
is small, and the applicant evidently 
a neighbor, which fact might be 
gathered by appearance or general 
conversation, the less fuss made the 
better, as it is always complimentary 
to the one making the request, and 
may lead to getting some valuable 
business from him later. 

Insofar as each ease is a different 
one calling for the judgment of the 
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officer in 
charge, it might 
be well to cite 
a few examples 
of schemes used 
to obtain 
money in this 
manner. 

The commonest method is the pre- 
sentation of an obviously good check, 
usually a dividend check of a large, 
well-known corporation,. which has 
been stolen from a mail box. When 
items of this kind are brought in, be 
very sure of identification. 


Telephone OK’s Should Be Verified 


Where telegrams or telephone mes- 
sages are received, purporting to 
come from a customer requesting the 
eashing of a check to be presented 
later in the day, it is well to verify 
the authenticity of the message at 
once. The writer knows of an in- 
stance where such a telegram was 
false, altho the check was genuine. 
It was drawn on the bank to which 
the message was sent, and was made 
out to cash, but had been signed un- 
der duress, and the maker was un- 
able to reach a place of communica- 
tion for some hours. While the bank 
would not have lost, the maker would, 
but by refusing to cash the check on 
account of the wired request which 
could not be verified, the bank pro- 
tected its customer to their mutual 
advantage. 

It is well to be careful of a check 
made out to cash, when presented by 
a stranger at the drawee bank. A 
phone call to the maker is wise, altho 





WHEN a stranger presents a check made out to 
cash, phoning the maker may save the bank 
money. 


a ‘‘eash’’ check passes by delivery. 
One should protect his customer even 
though the latter is careless. Refusal 
to eash such a check for a substantial 
amount by a certain bank, saved its 
customer from a law suit by a third 
party, who rightfully had an interest 
in the proceeds of the check but 
whose name did not appear on it, be- 
eause his associate, who delivered 
the goods being paid for, asked for 
a check to cash. Later the check came 
through clearings with the endorse- 
ment naturally guaranteed by the 
bank which accepted it. In due 
course they stood suit from the third 
party. Although they won, they had 
considerable expense and trouble, 
and will be more wary henceforth. 


Identity May Be False 


A clever way of establishing a false 
identity was accomplished in the fol- 
lowing manner. An obviously good 
check was stolen from a mail box. A 
savings pass book mailed out by the 
bank after entering a deposit which 
had been mailed in, was stolen from 
another box. The name on the book 
was then chemically removed, and 
the name of the payee of the stolen 
check was written in its place as the 
apparent customer of the bank. As 
the balance in the book was larger 
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than the amount of the check, the 
teller, recognizing his own entries in 
the book, never dreamed of looking 
in the ledger or on the index eard to 
see if the name was correct. Later 
the check came back to the bank en- 
dorsement forged, but the owner of 
the book complained it was never re- 
turned to him. After that, no sav- 
ings books were mailed out by that 
bank. 

A successful scheme to fleece a bank 
was worked as follows. A man 
opened a savings account with eash, 
and made deposits and withdrawals 
for some time, thereby gaining the 
confidence of the teller. After a few 
weeks, when his balance was about 
ten dollars, he deposited an out-of- 
town check for a hundred dollars. A 
day or so later he came in and asked 
the teller to cash a check for ninety 
dollars, showing his bank book with 
the $110 balance. Thus disarmed, 
the teller, taking a responsibility he 
had no right to, aecord- 
ing to the strict sense 
of that bank’s rules, 
eashed the item, and 
marked the ledger to 
hold that amount a 
reasonable time. Sub- 
sequently both checks 
eame back marked ‘‘no 
account,’’ and the bank 
lost the difference be- 
tween the amount 
eashed, and the true 
balance of the account. 


Acknowledge New 


Accounts 


A way to help avoid 
such an experience is 
to acknowledge every 
new account in writ- 
ing, and where such 
letters are returned by 
the post office undeliv- 
ered, to mark the ac- 
count ‘‘wateh out’’ 
until the true indentity 
and address of the eus- 
tomer is ascertained. 
Of course, identifica- 
tion should be given 
upon the opening of 
every account, but 
small savings accounts 
in outlying banks are 
frequently accepted in 
a careless manner. 

One way of losing 
money on bad checks 
may or may not be an 
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accident, but it is expensive, 
and effort should be made to 
avoid it. A merchant in the neigh- 
borhood, who is a customer at the 
bank, accepts a check not made out 
to him, but endorsed in blank or 
made out to cash by the party from 
whom he gets it. He deposits it with 
many other checks, usually rubber 
stamped, but fails to stamp the check 
in question. The teller accepting 
the deposit thumbs through the 
items, but in his hurry fails to notice 
the check not stamped. When it 
comes back ‘‘no account,’’ there is 
no way to tell where it came from, 
and the bank loses. 


Failure To Endorse May Be 
Deliberate 


If the customer who deposits the 
check, being uncertain of its worth, 
deliberately fails to endorse it, he is 
reasonably sure not to be located, 
and if he is, the worst that can hap- 


When to Be 
Wary in 
Cashing Checks 


When check is larger than account 


carried 


When customer is in a hurry 


When he answers questions reluc- 


tantly 


When identification on dividend checks is 
not certain 


When telegrams and telephone messages re- 
garding cashing of checks are received 


When check is made out to cash 


When new account letters are returned by 
post office 


When check is cashed by a merchant but not 
endorsed by him 


When check and passbook may have been 
stolen from mail boxes 





pen is that he will have to make good, 
So, to accommodate a customer of 
his and thereby probably make q 
sale, he shoves onto his bank the 
burden of the possibility of the 
worthlessness of the item. Thus he 
has little chance to lose, and much 
to gain. 

As a final precaution, a bank may 
carry insurance against losses from 
cashing worthless checks, but this is 
expensive also, and what is more, 
too many claims on the insurance 
company may lead to the cancellation 
of the policy. So, in the end, each 
bank officer must use his judgment 
built up from the previous mistakes 
of himself, and others about whom 
he may learn from time to time. 


How To Discourage Chattel 
Mortgages 

The Lake City Bank & Trust Co. 
of Lake City, Minnesota, has found 
a way to present this 
subject to its customers 
through its house organ 
and has published an 


article which read as 
follows: 
A chattel mortgage 


is a conveyance of per- 
sonal property as secur- 
itv for payment of a 
debt. The person giv- 
ing a chattel mortgage 
usually retains posses- 
sion of the property, 
but is not permitted to 
dispose of it or any 
part of it without the 
consent of the party 
holding the mortgage 
or without accounting 
to him for the proper- 
ty sold. Cases oceur 
where sale of mort- 
gaged property has re- 
sulted in criminal pro- 
ceedings. 

The bank avoids tak- 
ing chattel mortgages. 
It sometimes happens, 
however, that where a 
man has nothing else 
to offer as security, it 
would be an injustice 
to deny him eredit on 
his chattel security. 

The objection to tak- 
ing chattel mortgages, 
both from the stand- 
point of the borrower 
and of the bank, is that 


(Continued on page 30) 
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17 Ways In Which 


Bookkeepers 


Can Prevent Losses 


By STANTON TIERNAN 


BANK bookkeeper may be truly 

said to be a second teller, or 
back-up man behind the windows. 
As such, he has opportunity to pre- 
vent losses by watching the follow- 
ing points: 

1. First and foremost, it is of 
eourse his province to know whether 
there is a balance sufficient to pay 
the withdrawal. Into this enters: 
“Ts it being drawn against uncol- 
lected funds?’’ As an aid to such 
information, some banks have 
adopted the system of putting on the 
ledger, alongside of any deposit, con- 
sisting of out-of-town items, the nota- 
tion: ‘‘Hold 3”’ or ‘‘ Hold 4,’’ mean- 
ing not to pay any amount involving 
this deposit under that specified 
number of days. 

2. A bookkeeper is often called 
upon to determine when a check be- 
eomes ‘‘stale.’” It is a safe bet to 
inquire into any check that is sev- 
eral months old, and to communi- 
eate with the maker before posting 
any which are over a year old. 

3. Though a check with no date 
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is not thereby barred from being 
good, one dated ahead may only 
eventually be good. 

4. Pencil signatures have unfor- 
tunately been held to be good. 

5. Some banks refuse to pay a 
check on which one bank’s name has 
been crossed out and another in- 
serted. 

6. In ease of a diserepaney be- 
tween the written amount and the 
figures, while the words control, it 
must also be borne in mind that 
figures do not lie, and any doubt as 
to the amount really intended, should 
be made a matter of inquiry. Fre- 
quently, the purpose for which the 
check was drawn gives a pretty good 
clue as to what it should be. 

7. Watch for raised checks. 

8. Look out for cheeks, the maker 
of which has died. 

9. Cheeks upon which payment 
has been stopped, are likewise always 
possible of cropping up in front of a 


bookkeeper. In the case of the last 
named, it must be borne in mind 
that while the payee may give 


The 17 Ways 


1. Check balance . 
2. Check date 
3. Watch for checks 


10. 


11 


. 


12. 


13. 


14. 


15. 


16. 


17. 


. Hold checks, 


dated ahead 


. Watch for pencil 


signatures 
Observe check form 


Watch for improp- 
erly drawn checks 


. Look for raised 


checks 


the 
maker of which has 
died 


. Catch stop-pay- 


ment checks 


Watch certified 
checks 


Guard against “kit- 


ing 


Consider accounts of 
others in the family 


Be ready to adjust 


misunderstandings 
Make full records 
carefully 


Watch for short cuts 


Visit other banks and 
study magazines for 
ideas 


Use the head as well 
as the hands 
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notification of the loss of a check, 
thereby putting the bank on its 
guard, only the maker can actually 
stop payment on it. 

10. It is also a good thing to re- 
member that there is a difference in 
law as to who has a cheek certified. 
If the maker has it done, the payee 
ean claim reimbursement in ease of 
failure of the bank or if, for some 
other reason, the check is not paid 
upon presentation. On the contrary, 
if the holder is the one who has it 
certified, the maker is released. Of 
course this is a remote contingency, 
yet it is doubtful if any banks keep 
more than a chance mental record of 
the person for whom they certify a 
check. 

In short, it will be readily seen, a 
bank bookkeeper’s duties do not 
solely consist, as has been facetiously 
alleged, in making entries all fore- 
noon and corrections of these entries 
all afternoon. 

Indeed an alert bookkeeper can, 
and often does, save 
the game as effectively 
as a skillful fielder in 
catching an overthrow 
to the bases. 

11. Seeing at a 
glance both sides of the 
ledger, he stands alone 
in being able to detect 
any attempt at ‘‘kit- 
ing.”’ 

12. Having a know]l- 
edge of so many 
accounts, he is_ fre- 
quently aware of col- 
lateral family holdings, 
a thing which is useful 
at times. 

An illustration of 
this oeeurred not long 
ago in a certain bank 
where a young man ap- 
plied for a loan. An 
investigation of his ac- 
count showed that he 
had always carried only 
a very small balance. 
The loan was about to 
be refused on this basis, 
when the bookkeeper 
called attention to the 
fact that other mem- 
bers of the family, no- 
tably the young man’s 
mother, carried quite 
good-sized accounts. 
While, of course, theo- 
retically every bank 
balance stands on its 
own bottom, this led to 
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always. 


a further inquiry as to the security 
offered for the loan. The loan was 
made and proved a good one, likewise 
perhaps keeping the bank from los- 
ing the larger accounts. 

13. Being able to go into matters 
at more detail and with greater 
privacy than the tellers, the book- 
keeper can also frequently adjust 
some misunderstanding of the de- 
positor and prevent an account from 
being closed. 

14. For his own protection, if 
for no other reason, a bookkeeper 
should never fight shy of the seem- 
ingly unnecessary cross entry. Full 
records are far better than a 
seratehed out figure. 

Reeall the incident of the Irish- 
man who demanded a receipt for a 
small bill he owed. 

“You don’t need a receipt,’’ he 
was told by a lazy clerk. ‘‘See, I'll 
just run a pencil line through your 
account, that settles it.’” And he 


suited the action to the word. 






































Teller’s Maxims 


By JAMES L. DILLEY 


Don’t try to count money awfully fast. 
Try to count it fairly fast and awfully right. 


All tellers should have initiative but never 
on matters that should be handled by officers. 


A long line at the window means: Eliminate 
some of your conversation but never your 
smile. 


Make your entries in legible handwriting, 
Many customers use the pass book 
for record purposes and they must be able to 
read your writing. 


Favorite customers are nice to have, but 
not on busy days. 


A teller who knows his business thoroughly, 
knows something also about other depart- 
ments of the bank. 


Even when a customer asks a silly question, 
try to give an intelligent answer. 


Remember that the next job after that of 
teller is usually department head or junior 
officer. 


Read your bank’s advertising regularly. 
You'll find it is often talking about you in the 
evening newspaper. 


A neat cage makes the day’s work twice 
as easy. 


Prepare for it. 









“‘And you mean you won’t ask 
me for it again?”’ 

‘**Certainly not.’’ 

‘““Then I’ll be after keeping the 
money, for I havent’ paid it yet.”’ 

‘Oh, no you won’t, for I can 
easily rub that out.’’ 

‘*That’s just what I thought,’’ said 
the Irishman. 

He got his receipt. 

15. One bookkeeper, with no 
marked ability above the average, has 
become such an authority on short 
euts and new systems, that he has 
had to devise a special card for show- 
ing them, so as to divulge no in- 
formation which properly belongs 
to his bank alone. On this he has 
embodied samples of every special 
item he has learned to handle in some 
particularly efficient manner. 

16. He frankly acknowledges 
that he has picked up most of the 
methods through his visits to other 
banks. Incidentally he has had sey- 
eral flattering offers of employment 
from other firms. 

A burglar was re- 
ported, not long ago, to 
have picked a lock with 
a fork, showing there- 
by the benefit of cul- 
ture—a cruder person 
might have used a 
knife. The use of the 
proper implement is 
likewise advisable in 
rood accounting. As a 
ease in point, if the pun 
is allowable, most book- 
keepers have found 
that a finely pointed 
pen is preferable to a 
coarse one, as the ree- 
ords dry so much 
quicker. 

A female bookkeeper 
was asked by a friend 
why she was leaving 
her position. ‘*There 
is no future in it,’’ she 
explained, ‘‘the 
got married.’’ 

17. While this may 
have been true in that 
particular instance, the 
future of the male debit 
quicker. 
and eredit demon large- 
much he uses his head 
as well as his hands. 


boss 


No industry has such 
a wide choice of dis- 
play material as a 
bank. 
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Greater 


CONVENIENCE 
and UTILITY 
in your Bookkeeping Department 


with 
v u 
Shaw-Walker Unit Plant Equipment at Mid-City . Plan My 
Trust and Savings Bank, Chicago Unit t eq uipment 


E Shaw-Walker bookkeeper’s desk illus- 
trated above provides a table surface ample 
in size for sorting checks and deposit tickets 

prior to posting. mounted on a cabinet with a rotary top, permit- 
ting it to be adjusted close to the operator in the 
most convenient position for rapid handling of the 
sheets. Ledger sheets filled up and 
those of closed accounts are ‘filed 
in a deep drawer of the cabinet. 


Each of the four larger drawers in the desk pedes- 
tal holds two removable trays in which 
the bookkeeper files current monthly 
checks of accounts she handles. 










The Shaw-Walker posting tray on 
the right of the machine holds the 
ledger and statement forms. It is 


Mail coupon below for Special Bulletin 
fully describing this time, space and money- 
saving bookkeebing department equipment. 


SPECIAL BANK REPRESENTATIVES IN ALL PRINCIPAL CITIES 


Other Se ee ea a ee eee ee ee ee a ee ee ee ee ee ee ee ee _ 
BM-2-29 
Shaw-Walker THE SHAW-WALKER COMPANY 
Bank Equipment: Bank Department, Muskegon, Michigan Dare 


Gentlemen: Send me, FREE and without obligation, a copy of your Special Bulletin," MODERN OPERATION OF COMMERCIAL 
BOOKKEEPING DEPARTMENTS,” which I understand is a compilation of reports from progressive banks concerning successfu | 


| 

Savings Letere Desks | 
1 changes they have made in their bookkeeping routine and installations of equipment that have brought them greater operating efficiency. | 

| 

| 

i 

I 

I 


Forms for All Records 
Filing Cabinets 
Teller’s Vault Trucks 
Check Sorting Racks 
Posting Trays 


Also everything for all 
other bank system 


operations Me a a a a a a a a a a a a a i ee ee ee ee ee ee eee =| 


Mr | — a - 








Name of Bank __ unaing a a ae —— ms 
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How To Use The Laws Of 
Cost and Income Analysis 


(Continued from page 14) 
formulate certain definite laws as to 
comparative cost factors. ' 

A knowledge of these laws is essen- 
tial in comparing the results of one 
institution with that of others. Also, 
a knowledge of these fundamental 
laws will serve to build a banking 
structure, or re-construct a present 
structure, along lines which will 
yield the greatest earning power and 
financial stability. The two basie 
laws, formulated a few years ago and 
first published in a paper presented 
by the author before the examiners 
conferences at the 1927 annual meet- 
ing of the American Bankers Associa- 
tion, are as follows: 

1. The law of time deposits : ‘‘ The 
greater the ratio of time deposits to 
total deposits, the greater will be the 
interest-paid-on deposits ratio and 
the lesser should be the other current- 
expense ratios.’’ 

2. The law of transactions: ‘‘In 
commercial banking, the greater the 
number of transactions per $1,000 of 
demand deposits per month, the 
greater will be the current-expense 
ratios and the lesser should be the 
interest-paid-on-deposits ratio.”’ 

These two laws clearly indicate 
that the general-expense ratios, 
whether expressed as percentages of 
gross income, percentages of earning 
assets or percentages of deposits, are 
not applicable for comparative cost 
purposes unless the underlying con- 
dition, as expressed by the two fore- 
going laws, is practically identical in 
the compared banks. 

From these two basic laws, further 
detailed, or underlying laws, have 
been developed. 

Next to interest paid, salaries and 
wages represent the largest group of 
eurrent expenses in banks. From 
20% to as high as 60% of this ex- 
penditure is represented by the 
salaries of officers and department 
heads, and a large pereentage of the 
aggregate time, and salary cost, of 
these individuals is devoted to ‘‘con- 
version of funds’’ work—loan ad- 
ministration. 

The cost of fund conversion is de- 
pendent upon the type, and propor- 
tion to one another, of the earning 
assets into which the deposit and 
invested capital funds are converted. 
This condition varies considerably 
between banks, for it is dependent 
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upon the nature of the ‘‘make up’”’ 
of deposit funds, local loan demand 
and loan administration policies. 

The laws affecting comparative 
costs of fund conversion are as out- 
lined on this page. 

Many other laws dealing with de- 
tailed factors of departmental opera- 
tions such as cages, transit, individual 
books, distribution, and so on, have 
been developed, also laws affecting 
the comparative cost position of bond 
departments and trust departments, 
but the foregoing illustrations serve 
as a demonstration that when a bank 
compares its results with that of an- 
other, it should be certain that the 
factors which affect the underlying 
comparative ratios are alike. 

Much need yet be accomplished in 
the banking field in the development 
of truly scientifie ‘‘yard sticks’’ for 
the measurement of comparative re- 
sults. That the development of such 
‘*vard-sticks’’ will be a large and 
difficult task is best seen by a study 
of the laws of the variables which 
eXist. 

To accomplish this, the operations 
and operating conditions of hun- 
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Letter Writing Philosophy 


By James H. PIcKkEN 
Author of *‘Principles of Selling by Mail'’ 


Misspelled words are mistakes in 
a double sense—In grammar and in 
salesmanship. 


Letters that are slovenly in make- 
up cannot be effective any more 
than a tramp can be a good salesman. 


Looks make the letter in the same 
way that clothes make the man; but 
you ean’t build business with a 
scarecrow in a dress suit. 


Don’t expect the reader to alibi 
your deficiencies even if you do. 

God never intended round pegs 
to fill square holes nor sick letters to 
bat for healthy, vigorous ones. 


The best letter writer is the fellow 
who says the right thing to the right 
man, in the right way, and at the 
right time. 


Bad letters not only wear out the 
reader’s patience but they wear out 
his waste basket as well. 





sizes 


dreds of banks of all and 
varieties as to the nature of their 
business, must be ‘‘broken down” 
into detailed factors, gathered in a 
like manner, so as to be truly com- 
parable, and assembled at one souree, 
Then from these, the most favorable 
cost factor must be selected and the 
method which produced this cost 
studied. 

This would then be a standard cost 
under a standard method, and this 
should then be the ‘‘one best way”’ 
for that detailed operation. 

Such research work must be con- 
tinuous; progress is made each day 
in better methods; a standard of 
today may be obsolete tomorrow. 

Any effort along the foregoing 
lines would be of lasting benefit to 
the banking field as a whole, for the 
dissemination of best policies and 
best methods, and their adoption by 
all banks, would do more for the es- 
tablishment of better banks and bet- 
ter bankers than any other method 
which has as yet been devised. It 
would accomplish the prime objec- 
tive of banking, that is, management 
for both ample liquidity to protect 
depositors and ample net profits for 
invested capital. 


How To Discourage 
Chattel Mortgages 


(Continued from page 27) 

it handicaps the borrower in his busi- 
ness. And if he does not recognize 
the handicap, but goes ahead and 
sells the mortgaged property, it 
places the lender where he does not 
know whether he has seeurity or not. 
Mortgagd horses and cows seem to 
‘‘die’’ easier than their unplastered 
brothers and sisters. The lender has, 
of course, recourse against the pur- 
chaser of mortgaged property, but 
this is an unpleasant procedure and 
to be taken only in eases where a 
loss would otherwise result. It is, 
therefore, necessary, when personal 
property is taken as security to 
occasionally make an inventory dur- 
ing the life of the loan. This pro- 
tects the honest borrower and dis- 
covers the dishonest. 

It is not difficult, therefore, to see 
why a bank always tries to find some 
more safe way of making a loan than 
to take chattel security. 


Courtesy is a natural thing—there 
ought to be no need of your forcing 
yourself to be courteous. 
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PROMOTE HIM’ 


-— And Make 


bpm you like to have “‘another boy” to do 
those hundred and one things around the bank 
you’ve always wanted done, but which never seem 
to get done—new business jobs, errands for cus- 
tomers, statistical work? 

You can have him—without adding a cent to 
your present pay-roll! 

Simply promote the boy who has been endorsing 
your checks with a hand stamp, and have your add- 
ing machine operator “‘endorse as he 
lists’’ with anew American Endorser. 

At a cost of but 10c per day 
(based on the length of time the 
machine should last) you will ac- 
complish more than just eliminate 
the labor of hand-stamping. 

In addition to the extra work 
your boy will be able to do, you will 
actuallyspeed the workofthe adding 
machine operator. He will be able 
to list and endorse in less time 
thanit formerly tookjust to list. 


More Money 


With the American, the operator simply turns 

the checks half-way over and drops them—in-- 

stead of turning them completely over and stop- 

ping every so often to stack the pile. You just drop 

the check in the Endorser and the Endorser does 

the rest—automatically stacking the endorsed 
checks in the same order they are listed. 

If you have not already done so, adopt a general 

endorsement good for both clearings and transit 

and endorse as you list with an 

American. Besides the savings in 

labor, you will get cleaner, clearer 

endorsements, every check will be 

endorsed—no “missed” checks, and 


you will be able to work right up to 
the last minute for clearings and 
transit. 


It’s the modern way, the ap- 
proved way, the money-making 
way—for large banks and the very 
smallest. Use the coupon below 
for details. 


When Perforator Needles Break— 


Pins and clips concealed in checks too often 
dull, bend or break perforator needles. 
American needles are 55% stronger than 
ordinary perforating machine needles, yet in 
addition to this additional strength any 
clerk can easily and quickly install new 
American needles in the American No. 
22 or larger models. 


Don’t be handicapped by having to revert 
to old-fashioned methods of hand-cancel- 
lation every so often while your perforat- 


ing machine is at the factory for repairs. 

If your machine is punching illegible can- 
cellations—wasting the time of your oper- 
ator and everyone all down the line—replace 
it with a machine where your clerk can re- 
place the needles. 

Just send us a sample of the perforation it 
makes—that’s all we need. We’ll quote you 
a liberal trade-in offer for a new American 
that will put an end to your perforator 
troubles. Use the coupon below. 


**The Modern Way Is the American Way”’ 


AREREACAR 


“EN DORSIAG CANCELLING: 


THE AMERICAN PERFORATOR CO. - CHICAGO - NEW YORK - SAN FRANCISCO .- Established 1910 


AMERICAN PERFORATOR CO., 611 W. Jackson Bivd., Chicago, Ill. 


Please send me, without obligation, complete details on (1) The new American Endorser, and the () Hand, 2 Foot-Power, (1 Automatic Electric Per- 
forators, with a 2 Quotation on your trade-in allowance on our old perforating machine, a sample impression of which is enclosed herewith. 
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Readers will confer a favor by mentioning THE MARCH, 1929 BANKERS MONTHLY when writing to our advertisers 








500° Increased Circulation 

For Window Displays 
(Continued from page 17) 
Safe Deposit Displays 


Enlarged photographs of our safe 
deposit vaults did not get attention. 
We discovered, however, that we 
could import from abroad at low 
cost a series of pictures used in 
Europe for educational purposes 
showing the customs, manners, and 
buildings of many different periods 
in ancient and medieval history. 

A dozen or more of these pictures 
illustrated ancient methods of safe- 
guarding valuables. These pictures 
proved to have good attention value, 
and could easily be tied up to our 
modern service for the protection of 
valuables. Other good safe deposit 
displays showed different collections 
of valuables all of which could be 
placed in one small-size safe deposit 
box. 

In general, the difficulty of arrang- 
ing for a continuous supply of win- 
dow display ideas did not prove as 
great as we anticipated. 


We Count The People Who Stop 
At Each Display 


Soon after we began the operation 
of our window displays we started 
the plan of actually counting the 
number of people who stopped to 
look at each display at a certain hour 
of the day. We chose Tuesday from 
1 to 2 P. M. We chose this hour 
because at this time about 10% of 
the number who pass during the day, 
walk by our building. This would 
make it easy for us to estimate the 
number who stop during a week or 
month. 

This plan of actually recording 
publie interest in the displays is 
easily worth the effort and time in- 
volved. During the first six months 
of operation, we found that the av- 
erage display stopped 45 people an 
hour. By studying the displays that 
pulled best, and by eliminating the 
type that proved unattractive, we 
were able to increase the number of 
readers during the next six months 
to 53 an hour. This slight difference 
amounts to 30,000 people a year. We 
have been able to reach this number 
without expending any additional 
amount of money whatever. 

This practice of.counting the num- 
ber of readers, has proved that the 
best advertising ability and expe- 
rience is frequently dead wrong in 


32 


































































The Union Bank of Switzerland at 
Lausanne has adopted the American 
idea of using the bank’s windows for 
displays. 


choosing matters of public interest. 
Our advertising department fre- 
quently finds that displays based on 
the ideas most widely used by finan- 
cial institutions generally, in news- 
paper and direct mail advertising, 
are entirely lacking in human in- 
terest. On the other hand it fre- 
quently happens that displays be- 
lieved to be very weak, prove to have 
some feature that interests the pub- 
lic to a surprising extent. 

In addition to keeping a count of 
the number who stop at our win- 
dows, we also keep records of the 
number of requests for literature at 
our information desk when this lit- 
erature is displayed in our windows. 
The pulling power of the windows 
in the distribution of literature is all 
out of proportion to the cost of the 
displays. 

A single display of a new trust 
booklet brought 566 inquiries in a 
week. The cost of the display was 
less than $5. 

A direct-by-mail eampaign that 
distributed around the same number 
of booklets cost several hundred dol- 
lars. 

We use an inexpensive cardboard 
dime saver in our savings depart- 
ment. Altogether we have distrib- 
uted about a quarter of a million of 
these in Denver, our first window 
display showing them, distributed 
575 in a week, at a cost of about 
$3.50. 

Our windows bring us requests for 
all our savings helps, for investment 
aids, trust booklets and all general 
bank publications such as calendars, 
road maps, radio guides, airmail 
routes, ete. I have never seen any 
other medium that could approach 
window displays in the matter of 





distributing bank advertising mate. 
rial. The windows will do it more 
effectively and at less cost than any 
other plan. 

There are some who say, ‘‘ Well, 
the public will come after anything 
that is free.’’ Our experience has 
shown that this rule is untrue. The 
public will come after whatever it is 
interested in. It will avoid other 
material—no matter how costly. 

In six days, over 200 people came 
into our bank asking for a new trust 
booklet that of necessity had only a 
limited appeal to a small group of 
people. A few months later the dis- 
play of a novelty costing 15 cents 
brought in less than half this num- 
ber of people. 

Our experience has shown that the 
most important factor in any display 
is the idea itself. Modifications in 
the way the idea is presented matter 
but little. If the idea itself does not 
attract public interest, no amount of 
ornamentation or dressing up seems 
to help. 


The Preparation and Installation 
of the Displays 


After the idea has been decided 
upon, the next job is to put it in form 
suitable for display in the window. 
Suppose, for instance, we decide to 
show a display featuring the Will 
of Judge Gary. We need a picture 
of Judge Gary first. Photographs 
can often be obtained from clippings, 
poster services, and the like. The 
next job is to put the will in such 
form as to be exhibited. Of course 
you cannot show the entire will. 

We select a portion and have it 
set up in type by a printer. We 
then send the type matter to a 
photostat plant and have a photostat 
made as large as we wish. Our main 
posters are always large. It seems 
impossible to get proper balance and 
perspective without using a poster 
at least three feet high. 

When the photostat is ready, we 
send it, together with the photo, to 
our artist. He mounts it on heavy 
wall board and fills in the border 
with color or illustration. All our 
posters are mounted on the heaviest 
wall board. A display that bends, 
buckles or cracks, is not, in our 
opinion, good enough for a bank to 
use. 

Where we have articles to display, 
we use only a small poster, 12 inches 
by 22 inches, as a center for the win- 
dow. All posters are done in color 
(Continued on page 48) 
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Time Is Saved 


1. In viewing collateral for 
real estate loans. 


2. In answering housing 
joan inquiries. 

3. In making prompt ap- 
praisals. 

4. In inspecting buildings 
bearing construction loans. 

5. In visiting buildings se- 
euring refunding loans.., 


Automobiles 


= 


men 


= 


eee = oe 





Lend Efficiency to Surveys 


Expedite Appraisals 
Cultivate Good Will 


Assure Sound Loans 


By DAYTON KEITH 


Vice President, Chicago Trust Co. 


HE automobiles used to earry 

forward the business of The 
Chicago Trust Co. serve no purpose 
of publicity, as they are unmarked, 
unnoticed, and unknown to the pass- 
ing throng. Their sole excuse for 
being is the part they play in mak- 
ing more efficient the machinery of 
certain departments in expediting 
work, and in giving better and more 
personal service. 

Our real estate loan operations 
are on a very large scale. Our bank 
is the exclusive residential loan cor- 
respondent of the Metropolitan Life 
Insurance Co. in Chicago’s metro- 
politan area. This necessitates an 
exact first-hand knowledge of every 


district in this huge territory and. 


automobiles offer the only practical 
way of acquiring it. 

Then too, housing loan inquiries 
must be answered at once. Proper- 
ties on which loans are desired must 
be appraised immediately. Build- 
ings being erected under construc- 
tion loans must be inspected regular- 
ly and frequently. - And buildings 
securing refunding loans must be 
kept under close inspection. This 
is ample activity to keep a fleet of 
automobiles on the go most of the 
time. 
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The procuring division of the real 
estate bond sales section requires 
automobiles for an althost identical 
service. 

Each man engaged in this work 
is required to furnish his own auto- 
mobile. 

This system has been in opera- 
tion now for almost a year. When 
the car is in the service of the bank, 
mileage is allowed at the rate of eight 
eents. Liability fleet insurance is 
carried to protect the bank against 
any loss sustained as the principle 
resulting from some inadvertence 
during the car’s use in the service 
of the bank. 

The men seem perfectly satisfied 
with this system and we feel that 
they are making a little additional 
over the cost of operating the car 
with this rate. We have never had 
any complaint. 

We do not insist on the use of 
ears because we feel they save us in 
actual expenditure, but, because they 


are a matter of convenience and 
speed in getting the work done. 


The appraisers in the real estate loan 
department use them because of the 
necessity in getting to points that are 
considerable distances from ear lines 
and beeause of the fact that they can 


jump from one address to another, 
taking the shortest distance, where 
using the street car would necessitate 
traveling many miles in a round- 
about way. 

You ean realize that the use of 
automobiles in this work is a neces- 
sity. Any time that can be saved is 
money saved, because all of our ap- 
praisers are on a salary basis. I do 
not believe there is any question but 
that the use of automobiles is con- 
siderably cheaper than usjng other 
means of transportation. 

Where it is possible to do so, we 
are glad to assist employes, whose 
work requires the use of a ear, to 
buy one by advancing the cost and 
allowing them to pay the bank in 
monthly instalments. There is con- 
siderable saving to the employes in 
interest and commission in this 
method. 

To supplement the set-up deseribed 
above, the bank maintains an account 
with the Hertz Drivurself Stations, 
Ine., and whenever the car of one of 
the bank’s officers or staff is incapa- 
citated by circumstances, it is only 
necessary to present the proper 
credentials at the nearest garage to 
be supplied with the car and be gone 
on the bank’s service. 
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‘ HO bears the loss when bonds sent by unregistered mail are not re- 


ceived?” “The forwarding bank as it has been guilty of negligence.” 


Is Your Bank Liable? 


For Bonds Lost In Mail 


Q. A bank sent by unregistered 
mail $3,000 worth of government 
coupon bonds to a correspondent 
bank. The bonds were lost in the 
mail. Who bears the loss? 

A. The forwarding bank is liable 
The mailing of coupon bonds by 
banks in this manner has been held 
negligent in a number of well-rea- 
soned decisions. 


For Paying Savings to Impostor 


Q. An impostor presented the 
savings book of a depositor, forged 
the depositor’s name to an order, and 
obtained $100 thereon. The pass 
book carried a printed rule to the 
effect that payment to anyone pre- 
senting the book exempted the bank 
from liability for such payment. Is 
the bank liable for this loss? 


A. No, not if the bank used rea- 
sonable care when it paid the order 
on presentation of the pass book. Of 
course, this presents a question of 
fact that must be answered in the 
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By LESLIE CHILDS 


light of the cireumstances. 


When Customer Identifies Payee 


Q. A stranger was identified by 
the customer of a bank as the payee 
of a check. In this the customer was 
innocently mistaken. The bank paid 
the check on its customer’s represen- 
tation. May the bank hold the cus- 
tomer for the loss? 

A. It is probable that the ecus- 
tomer is liable under the well-estab- 
lished rule that one who makes a false 
statement of fact is liable for the 
resulting injury. This has been held 
even though the statement were made 
without intent to deceive. 


For Disclosing Facts to a Court 


Q. May a bank official be com- 
pelled, as a witness before a grand 
jury in a tax probe, to disclose the 
state of a depositor’s account ? 

A. Yes. There is no privilege 
here that will justify the refusal of 
a bank official to produce the bank’s 
books, and answer questions relating 








to customers’ accounts, if required 
by a court or grand jury. 


In Paying On a Forged 


Indorsement 


Q. A farmer paid his hired hand 
by check in the sum of $60. The 
hired hand lost the check, or it was 
stolen from him, and the check was 
eashed in a neighboring town by a 
merchant upon the forged indorse- 
ment of the payee’s name. The mer- 
chant deposited the check in his bank 
and it was paid by the drawee in the 
usual course of business, before the 
loss of the check was discovered by 
the payee. May the drawee charge 
the drawer with this check? 

A. No. The order of the drawer 
was to pay the amount to the payee 
or order, which could only be done 
upon a proper indorsement of the 
check by the payee. However, the 
drawee may recover the amount in- 
volved from the bank that received 
the money, and this bank may recoup 
its loss from the merchant who 
eashed the check. 
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New E noland 5 Largest Financtal Institution 


NEW 
ENGLAND } 


| a country at large is 


apt to think of New England in 
terms of cotton textiles only. As a 
matter of fact, less than 11% of the 
value of its manufactured products 
is represented by cotton goods. New 
England industry is amazingly dt- 
versified. Of approximately 348 
separate industries listed in latest 
United States census figures, 217 
are represented in these six states. 

And New England’s industrial 
growth has been steady and sure, 
year after year. In 1880 the total 
value of its manufactured products 
was $1,106,1 58,000. By 1925 this 
figure had increased almost sixtold 
to $6,161,008,000. 

New England is busy today. And 
there are exceptional opportunities 
here for new industries— skilled 


labor, proximity to unexcelled ex- 
port facilities, a great consuming 
market right at the doorstep, abun- 
dant power and ample supply of 
credit. 

It is our desire to give you any 
specific information you may care 
to know about New England. 


~ FIRST 


NATIONAL BANK of 
BOSTON 


1784 * * 1929 


CAPITAL & SURPLUS 
$50,000,000 
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NOVEL lobby display idea was 
recently worked out by The 
Union Trust Co. of Cleveland. 

The advertising department was 
getting out a booklet featuring the 
bank’s travel department. It was 
also in need of posters for window 
display purposes, advertising this 
same department. 

It occurred to the advertising 
manager that it might prove of in- 
terest to the public to have the major 
portion of the actual physical pro- 
duction of both these items shown in 
the bank lobby. 






Action Attracts 


How It Was Used In One Lobby Display 


It is fascinating to watch an artist 


at work. 


It is also fascinating to watch a 


printing press. 


To hold crowds, use what you 
know will keep most folks interested. 


But use what ties up naturally 


with the bank. 


An artist making a bank poster 
attracts the people and delivers the 
bank’s message at the same time. 


A platform was accordingly set up 
upon which an artist painted daily, 
a variety of posters advertising the 
bank’s travel department. These 
posters were later used, of course, in 
the windows and lobbies of the 
bank’s 20 branches. 

While the artist was painting the 
posters, a printing press, installed 
in the lobby by one of the bank’s eus- 
tomers, printed the folders featuring 
the travel department, the cover of 
the folders being a reproduction of 
one of the posters just completed by 
the artist, standing on a table along- 


side the printing press. The com- 
pleted folders were handed out, of 
course, to the people who viewed the 
display in the bank lobby, and the 
remaining supply was used for coun- 
ter distribution in the travel depart- 
ment and in the branches. 

The public manifested a very great 
interest in the entire display, par- 
ticularly in the work of the artist. 

The net result of the display was 
that the actual physical production 
of necessary advertising material re- 
sulted in itself in quite considerable 
publicity for the bank. 








The __ printing 





The folders used 





press was oper- 





one of the artist’s 





ated in the lobby 


The folders it 
printed were 
handed to visi- 
tors 
















posters as a cover 


The posters were 
used later in the 


windows of the 
bank 
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“Knew his stuff — 


“The-A. B. A. Journal carries a story in the last number telling how a 
banker secured a $7,000 balance by being able to tell a stranger the 
legal rate of interest in Indiana. The point was that the banker who 
got the balance remembered that the information wanted was in one 
of the appendices of the BLUE BOOK.®* It illustrated, among other 
things, that knowing where to find out things can be very helpful.”’ 


—THE BANK MAN— Feb. 1929 


torhertorferfecterterte 


HE NEW BLUE BOOK If your bank has progressed to 


.M is almost ready for delivery. the point where it needs more 


Progressive banks, 


like the one BLUE BOOKS, or a larger ad- 


mentioned in the news item above, vertising representation in this 
will have a sufficient num- standard financial refer- 


ber of copies to 
take care of the 
needs of every pro- 
gressive man on 
their staffs—espe- 
cially those who 
serve customers. 


ence work, let us 
hear from you 
NOW—-while we 
can take care of 
your requirements 
and those of your 
customers. 





MENALLY & GoMPANY 


NEW YORK 


CHICAGO SAN FRANCISCO 


Largest publishers of banking publications in the world 


The author (W. R. MOREHOUSE oF SEcuRITY TRUST & SAVINGS BANK, LOS ANGELES) wrote “the Bankers Directory”, but the Bank | 
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Man's 


ae 


Editor is right—the titles are interchangeable and both are registered in U. S. Patent Office. There is only one Bankers Directory—BLUE Book. 
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Civic Displays 






Produce New Accounts 


OW one bank capitalized a 
natural display space on the 


outside of its building. 


By I. I. SPERLING 


Assistant Vice President, The Cleveland 


Trust Company 


OR fourteen years, we have used 

the semi-circular corner in front 
of our main building for good-will 
and advertising purposes. In a 
space having an axis of 11 feet and 
a diameter of approximately 24 feet, 
we have kept in touch with the in- 
dustrial and civie consciousness of 
Cleveland, and between times turned 
the spotlight of publicity, thru this 
same medium, upon the merits of 
our bank. 

Using at different times, industrial, 
civic and bank displays, we have 
focused Cleveland’s eye on our 
corner. We change our exhibits each 
week so that people have become ac- 
customed to looking for something 
new there every. Monday. Located 
on one of the three busiest corners in 
the central west, we are in a strategie 
position to attract the attention of 
thousands of passersby. In addition 
to using the ground space, we oe- 
easionally run displays up the front 
of our building to heights ranging 
from 22 to 40 feet. Massiveness con- 
tributes not a little to the success of 
these displays. 

Industrial displays were used fre- 
quently for two or three years. They 
were limited to educational exhibits 
showing manufacturing processes of 
Cleveland concerns. The exhibitor 
paid the cost of the display, which 
was first submitted in sketch form 
and approved by our Publicity De- 
partment. We have used such dis- 
plays very rarely in recent years, be- 
cause they became so popular that 
it was too diffieult and embarrass- 
ing to discriminate against some 
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displays that 
would have been im- 
possible, from an ar- 
tistic standpoint, on 
a very noteworthy 
architectural facade. 
We have recognized 


ne sai 


COMMUNITY FUND 


AM PAIGN 
TENTH 4NNU Al. * 


Fund across the a ent e 


17 A 


4900000 Goal "on ho 


Help Other: 





that it was essential Vor 9.2 
to maintain a high 
standard of artistic 
appearance as well 
as educational value 
during these four- 
teen years, both in 
the types of projects 
thus displayed and 
in the manner of 
presentation. 


Space Desired by Commercial 
Enter prises 


We soon realized this space was 
valuable as a commercial enterprise. 
We were brought to this conviction 
by the numerous ‘‘rental’’ offers 
that came to us from every possible 
source. Sums were offered us from 
$1,000 a month to $50,000 a year, 
this last for leasing to an orange 
drink concern, the officials of which 
thought that such a concession would 
take on a new dignity when 
‘*hacked’’ by a bank. Another con- 
cern wanted to set up a news-vend- 
ing stand, while still another planned 
to give permanent hair-waving dem- 
onstrations with a complete treat- 
ment free to the willing subjects. Al- 
though not one of these demands for 
space could be seriously considered, 
we decided that if it appeared so 








HALF-BACK kicking a football formed the nucleus 

for the community fund display in 1928. - As each 
day’s total contributions were reported, the ball was 
moved higher and higher. 


valuable to others, it was doubly so 
to ourselves. 


It has been especially useful as a 
means of expressing our interest in 
civic welfare and progress. The com- 
munity fund, school gardens move- 
ment, hospital drives, and other im- 
portant civie projects are frequently 
holding forth at ‘‘Cleveland Trust 
Corner.’’ We also capitalize timely 
news events in this space, being just 
as zealous as a newspaper in the mak- 
ing of ‘‘scoops.’’ That which is new 
always attracts attention. We were 
among the first in Cleveland to con- 
duct an airplane exhibit immediately 
after Lindbergh’s memorable flight. 
Just before the conventions of the 
two political parties, we indicated 
the probable delegate vote on mam- 
moth maps. 


(Continued on page 40) 
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NEVER BEFORE 
HAS THERE BEEN A PAPER 


DESIGNED EXPRESSLY FOR CHECK USE 


rHe N 
SUPER- 


CHECK. 


HE new Super-Safety Paper is the first true check 
paper—a genuine check paper devised for no other 
use. For the first time in the history of paper-making, 
a paper is being produced, by secret process, from raw 





stock expressly and exclusively meant for the manu- 
facture of checks. 

The difference between this exclusive new Super- 
Safety Paper and ordinary papers employed for check 


Foldability. The new Super-Safety 
Paper has extraordinary ability to 
resist sharp folding without weak- 
ening. Endurance of this sort is 
five times, or more, greater than 
that of the usual check paper. 
Here is a check paper that will 
remain crisp and fresh through 
the hardest service. 





Long life. The lack of any ten- 
dency to become brittle with age. 
The new Super-Safety Paper has 
at least seven times the life of 
ordinary check paper. Its tough, 
strong character is immune to any 
change for years and years. Checks 
written on this paper become per- 
manent usable records. 





Tuts superlative new kind of paper— 
the new Super-Safety Check Paper—is 
remarkable for the following outstand- 
Foldability—the re- 
sistance of this new check paper to 
sharp folding is five times or more 
greater than that of the usual check 
paper. Long life—the new Super- 
Safety Paper has at least seven times 
the life of ordinary check paper, remaining tough and 
strong for many years. Good writing surface—ink “takes” 
readily on its satin surface, penetrates deeply and never 
blurs or feathers. Strength—so tough and strong is this 
new paper that it resists the wear, tearing, fraying and 
mutilation of the hardest use, although it is not bulky 
or brittle. 

This handsome new check paper is exclusively under 
the control of The Todd Company, and cannot be dupli- 
cated by anyone else in the world. Every Super-Safety 


ing superiorities: 
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EW. 
SAFETY 


PAPER 


purposes is comparablé to the difference between gov- 
ernment bank-note paper and the average run of other 
papers. As the government found it necessary, because 
of the wear and tear that bills must stand, to develop 
a highly specialized paper for manufacturing money, 
so The Todd Company has succeeded in developing a 
highly specialized paper that fully satisfies the peculiar 
requirements of the modern check use. 


Good writing surface. Ink “takes” 
readily on the smooth, easy-writ- 
ing surface of these handsome 
checks, but does not spread later- 
ally. Practically no blotting is 
required. Writing is exceptionally 
clear. Because of less sizing and 
long fiber, erasure is very difficult 
and is self-exposing. 


Strength. Resistance to wear, 
tearing, fraying or mutilation, 
without increased weight. 


The microphotograph shows the 
very long fiber and little sizing 
that give it intrinsic resistance 
against destruction, without 
brittleness or bulk. 





Check is registered and supplied only to 
individual order. Distinguish your ser- 
vice by supplying depositors with these 
remarkable new checks. Their cost is 
surprisingly low. 

See the attractive samples we will 
send on receipt of the coupon. Test 
this remarkable new paper yourself. Re- 
turn the coupon today. Bankers’ Supply 
Division, The Todd Company, Rochester, Chicago, New 
York, St. Paul, Denver, Dallas. 












Bankers’ Supply Division, THE TODD COMPANY 3-29 
1137 University Ave., Rochester, N. Y.; State and 60th Sts., Chicago, 
Ill.; 33 Thirty-fourth St., Brooklyn, N. Y.; 1200 Lawrence St., Denver, 
Col.; 2021 Jackson St., Dallas, Texas. (Address nearest office.) 

Send me more information about Super-Safety Checks made of 
the new Super-Safety Paper. 





Name of Bank Name of Officer 















Town eves 
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Displays Tied Up With Bank 


Service 


The community fund each year 
has a huge sign as a barometer of 
day-by-day progress. Last year, 
**Moses Cleveland’’ lent his genial 
presence in effigy to the sign and this 
year a huge replica of a half-back 
kicking a football was the subject. 
As each day’s total of contributions 
was reported, the ball was moved 
higher and higher on the ‘‘gridiron’’ 
in the background until 
the final day’s total would 
take the ball clear over the 
goal posts designating the 
quota set. 

The many displays are 
lit at night and thus do 
twenty-four hour duty. 
During a _ recent flower 
show held in the public 
hall, flowers and shrubs 
were artistically land- 
seaped in our corner space 
and by the contrast of 
erowing things in the heart 
of the city, attracted thou- 
sands to the display. Dur- 
ing our school-handwriting 
exhibit, hundreds of school 
children in Cleveland, rep- 
resenting every public 
school, had their handwrit- 
ing exhibited in individual 
elass books. Several 
schools sent classes for 
handwriting exercises to 
the display space (glass- 
enclosed this time), where 
a row of school desks had 
been erected with teachers 
in attendance to go through 
penmanship drill through- 
out the entire exhibit. 

Another popular exhibit 
was a display showing the evolution 
of the U. S. Navy, by means of some 
thirty-four scale models, loaned to us 
by the Navy Department. 

As often as possible, the copy used 
with these displays has ‘‘tied up’”’ 
with safety or service or convenience 
as offered by our bank and its 52 
branches in and near Cleveland. 
However, we avoid the ‘‘foreed”’ 
tie-up and accept the indirect pub- 
licity of a non-related, attractive 
display on our corner rather than 
spoil the effect by a copy attempt 
that is dragged in by the tail. 


Display Sold Storage Space 


We have used the corner number- 
less times to advance special bank- 
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ing services. 


For instance, we put a 
fur coat in the regular poster space 
on our corner and so brought the 
transient public in direct touch with 
our cold storage and vault system. 
Such display had a part in the 
growth of this business, making it 
necessary to build three new vaults 
in the space of three years. We now 
store about 10,000 coats a season. 


Whatever value others may put on 
this spot, we are convinced that 


Types of Displays 


That Interest Bank Prospects 


1. Industrial 
Educational exhibits of manufac- 


turing processes. 


2. Civic 


Community fund 

Flower show 

School gardens movement 
Probable ‘political returns 
Hospital drives and so on. 


3. Bank 


Christmas savings clubs 





A Plan To Get Employes 
To Save 


An Illinois bank president uses a 
most effective plan to make sure that 
all of his bank employes are saving 
money. 

He agreed to add 10% to each em- 
ploye’s saving for the month at the 
end of each month. 

One of the young ladies of the 
bank asks each employe just how 
much money he has saved during the 
month. This money, of 
course, is actually depos. 
ited in the savings account 
in the bank. The report of 
these savings is then taken 
to the president and he 
makes out his personal 
check to each individual 
for 10% of the amount 
saved. 

There are no strings tied 
to this offer, but it does 
have an unusually good ef- 
fect. In the: first place, it 
makes every employe sold 
on his own bank and on tie 
idea of saving. In the 
second place, every em- 
ploye likes to have his presi- 
dent know that he is 
thrifty, consequently he 
sees to it that his savings 
account continues to grow. 


Cold storage and vault system 


and so on. 


Displays should tie up with current 
events. Copy should be tied up with 
safety, service, or conveniences as 





offered by the bank. 
‘*Cleveland Trust Corner’’ has 


proved both a direct and indirect 
medium for attracting new custom- 
ers to our bank and its varied serv- 


ices, 


People Read Advertisements 


The Emigrant Savings Bank of 
New York City had a sign painted 
on the side of its building a couple 
weeks ago and the painter omitted 
one letter in the word ‘“‘largest.’’ 
The sign read as follows: 


Emigrant Savings Bank 
America’s Largst Savings Bank 


Within a day or two the bank re- 
ceived 52 telephone calls and 65 per- 
sonal calls about the mistake. 


Bogus Pass Books 


A erook attempted to get 
money from a Florida bank 
recently by mailing a de- 
posit in the form of a 
eheck for $1725 on a 
California bank with his 
passbook attached and his 
signature card and deposit ticket 
properly filled out to open an aec- 
eount. There was no letter of trans- 
mittal. 


The bank notified the depositor 
that his deposit had been accepted 
for collection. Some days later it 
received another deposit made out 
in the same way this time with a 
passbook attached from a Canadian 
bank. The amount was for $900.38. 
On the same day a check was pre- 
sented through the local Clearing 
House drawn by the new depositor 
on himself. Payment was refused 
because the items were still uncol- 
lected and when they did come back 
they proved to be fraudulent. 


This method should be watched. 
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In 
Each of these Banks.... 


National Posting Machinés have brought 
a new service to savings depositors 


A few years ago banks 
were forced to post all 
savings deposits and with- 
drawals with pen and ink. 


Today hundreds 


taken advantage of the 
protection and improved 
service made possible by 
National Posting Ma- 
chines. A few of the 
many banks which are 
using this machine are 


shown here. 


American Trust Company, 
San Francisco, Calif. 


National Bank for Savings, 
Los Angeles, Calif. 


Aurora National Bank, 
Aurora, III. 


State Bank & Trust Co., 
Chicago, III. 

Park Bank, 

Baltimore, Md. 


First National Bank, 
Boston, Mass. 


First National Bank, 
Minneapolis, Minn. 
First National Bank, 
Jersey City, N. J. 
Marine Trust Co., 
Atlantic City, N. J. 
Guardian Trust Co., 
Newark, N. J. 


Schenectady Savings Bank, 
Schenectady, N. Y. 





North River Savings Bank, 
New York, N. Y. 


Bank of United States, 
New York, N. Y. 


First National Bank, 
Pittsburgh, Pa. 


Oxford Bank & Trust Co., 
Philadelphia, Pa. 


National City Bank, 
New York, N. Y. 


Bank of Italy, 
San Francisco, Calif. 


Federal-American National 
Bank, 


Washington, D. C. 


State Bank & Trust Co., 
Evanston, II. 


Equitable Trust Co., 
Baltimore, Md. 


Atlantic National Bank, 
Boston, Mass. 





Guardian Detroit Bank, 
Detroit, Mich. 


Bloomfield Trust Co., 
Bloomfield, N. J. 

Margate Trust Co., 

Atlantic City, N. J. 

United States Savings Bank, 
Newark, N. J. 


Rochester Savings Bank, 
Rochester, N. Y. 

Empire City Savings Bank, 
New York, N. Y. 


Union Square Savings Bank, 
New York, N. Y. 


Manufacturers Trust Co., 
New York, N. Y. 
Frankford Trust Co., 
Philadelphia, Pa. 
Industrial Trust Co., 
Providence, R. I. 


Bowery Savings Bank, 
New York, N. Y. 


THE NATIONAL POSTING MACHINE 


Product of The National Cash Register Company 
Dayton, Ohio 
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The Denver National Bank of Denver. 


ORDIAL informality has been 

the keynote in the arrangement 
and decoration of the new quarters 
of the Denver National Bank of 
Denver, Colorado. 

The new low type of counter (50 
inches to top of counter from floor) 
is used in place of tellers’ cages. 
These counters are of black and gold 
marble from France, surmounted by 
a decorative wrought iron railing 
about 7 inches high. This type of 
counter is much more friendly and 
informal than the old type, which 
‘made a bank seem more like a prison, 
with its high, barred cages. 

The lobby occupies the central por- 
tion of the banking room, being en- 
tirely surrounded by the low coun- 
ters. The officers are readily acces- 
sible in a special section with an 
even lower counter than the tellers’. 

The pillars supporting the ceiling 
are of scagliola in the red levanto, 
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verde, and black styles, which are 
alternated to give color and variety. 
The ceiling: is decorated in a modern- 
istic Romanesque spirit by John E. 


Features in this 
Bank Interior 


Spirit of cordial inform- 


ality throughout 


Decorations by internation- 
ally famous artists 


Low, friendly counters in 
place of cages 


Sculptured panels depict- 
ing history and progress 
of money 

Color in every possible de- 
tail, even in floor with 
five colors. 






The Halls of Finance 


Colorado 
Thompson, internationally famous 
artist. Mr. Thompson has _intro- 


duced ancient Greek coin faces here 
and there on the master beams, and 
has decorated the side walls of the 
skylights with symbolic decorations 
such as the phoenix bird, which is an 
emblem of immortality, the Dance of 
Victory, ete. This ceiling is truly a 
work of art, and was Thompson’s 
major work of the year for which he 
was awarded the City Club’s Fine 
Arts Medal for mural decoration. 


Around the mezzanine is a series 
of panels seulptured by the famous 
Arnold Ronnebeck. The panels de- 
pict the history and progress of 
money from the early Chinese coins 
of 3000 B. C., through the Egyp- 
tian period of barter, the early 
Greek coins (700 B. C.), the first 
American coins (1793), the period 
of barter in the early West, and 
(Continued on page 44) 
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SSO 
BANKS 


in Wisconsin are 
correspondents of the 


IRST WISCONSIN 
NATIONAL BANK 


MILWAU HEE 
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Zé KNOW yout Company, 


in addition to its widespread 
banking contacts, maintains resi- 
dent representatives abroad. Just 
how do they function?” 


—an importer. 





“ec 
™ resident represen~ 


tatives, co-operating with local 
banks, are frequently able to 
assist in solving the problems of 
concerns engaged in international 
trade. They advise when this 
Company can be of service in 
financing export or import trans- 


actions, much as our foreign 


”” 





department does in this country. 





CENTRAL UNION 


TRUST COMPANY OF NEW YORK 


BANKING 





TRUSTS 






Plaza Office: 


Fifth Avenue 
at 60th St. 





42nd Street Office: 
80 BROADWAY Madison Avenue 
at 42nd St. 















NO SECURITIES FOR SALE 


Representatives In Paris, London, Berlin, Australia 


Capital, Surplus and Undivided Profits Over 55 Million Dollars 
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(Continued from page 42) 

finally the series ends with a modern. 
istic panel showing the Machine Age 
which is so largely the result of g 
constructive use of money. Each of 
the panels is done in the style of the 
period in which it is laid, the Chinese 
panel being done in the Chinese 
style of art, the Egyptian in the 
Egyptian style, the final panel in a 
modernistie style, and so on. 

Even the floor adds its touch of 
color to the ensemble. It is of ter. 
razzo laid in geometric design, and 
is in five colors. 

The bookkeeping and transit de. 
partments are located on the mez- 
zanine, which is equipped with an 
acoustical ceiling to reduce the sound 
of the machines. 

In the basement are the trust de- 
partment, the safe deposit depart- 
ment, the directors’ room, the stor- 
age vault, and the record vault. 

The banking counters in the base. 
ment are also of the low type, and 
are of St. Genevieve golden vein 
marble. A number of large con- 
ference rooms are provided for trust 
conferences. 

The safe deposit vault has a very 
novel arrangement. The coupon 
rooms are located just outside a rear 
vault door, which eliminates conges- 
tion through the main door, and saves 
the customer many steps. The safe 
deposit vault, as well as the cash 
vault which is located in the sub- 
basement, are protected by the 
McClintock sound wave burglar 
alarm system. 

An after-hour depository is pro- 
vided on the outside of the build- 
ing. The exterior of the building is 
finished in Colorado travertine for 
the first two stories, and the balance 
is finished in stueeo. A huge arch- 
way, rising a full two stories, forms 
a striking frame to the sliding bronze 
entrance doors, which are said to be 
the largest ever cast in America, 
weighing over one ton each. The 
panels in these bronze doors were 
sculptured by Nena de Brennecke, 
well-known artist, and depict a num- 
ber of interesting Indian dances. A 
huge American eagle forms the key- 
stone of the arch over these doors, 
and on either side are symbolic rep- 
resentations of the producers and 
safekeepers of wealth. These are the 
work of Clara 8. Dieman, another 
well-known sculptress. 

Fisher & Fisher of Denver were 
the architects and designers of this 
building and of the new bank quar- 
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ters, and the result of their work and 
that of the artists has been a real 
addition to art as well as an efficient- 
ge, | - arranged new home for the 

ro Fly arrangec : A THIRTY-YEAR-OLD BANK 
} Denver National. 





in Eastern Pennsylvania 


ese How Banks May Benefit From | 


- 


rs Farm Cooperative Accounts 
S| ccotimt rom ee = fF CPCASES 
' that may be paid are usually limited | . ° 
of by law. Voting privileges are limited | - 
er- to farmer members ; and, in addition, | De osits 
nd the transferability of shares is com- | 
monly restricted. The usual rule in | 
le. regard to voting is one vote for each | 
oz member, regardless of the number of | 8 a Vv i ag zg § 9 % 
an | shares owned or the financial interest 
nd in the association. 
Issues of preferred stock are also | Checking 20% 
le. limited as to dividends and are 
't- usually divested of voting privileges, dias! saat al — 
r- although the stock may be trans- | uring a nine y-aday organiza 10N » 
| ferred. Possibilities for market ap- | selling campaign ending January 
e- | appreciation resulting from profits | 2 \st, 1929. 
id are not found among ecapital-stock 
in issues of cooperative marketing as- The new savings accounts averaged 
= a: $242 each and the new commercial 
st Some bankers have assisted as- 
sociations materially in their capital accounts averaged $24 16 each. 
ry requirements by floating issues of 
m bonds, debentures and_ preferred No professional solicitors, 
ar | stock among investors. Others have coin banks, advertising 
S- | provided funds for permanent as- e 
es | sets by mortgage loans. The growers or premiums were used. 
fe who have not aequired ownership of 
h fixed assets by capital stock issues | May we tell you how these results 


2 mallv acanire ownersh; a . 
b usually acquire ownership by estab- | were accomplished, or send you 








1e lishing revolving reserve accounts. 

ir Careful thought on the part of | the name and address of the bank? 
bankers is needed in providing loans | 

D- for fixed assets, for the fundamental | 

1. | objective of the association may be | T. HARRIS SMITH ASSOCIATES, Inc. 

is easily destroyed by requiring too 

vr rapid payment of loans, ‘an neees- 231 Se. La Salle St. 123 Se. Bread St. 

e sitating too great deductions from | CHICAGO PHILADELPHIA 

- | returns to growers. This comment | 

IS is not made with the view of advocat- 

ef ing a loaning policy inconsistent with | : eS 

e conservative banking, but merely as 


an important consideration. An as- | 


e sdciation performing a service in a | 
e community might be placed in a c@ THE BANKER’S CALENDAR 





,, difficult position in its competition 
\- with private firms operating in the | 
A same field if it should be required to | 
make deductions from growers’ re- DATE EVENT PLACE 
, | turns which are inconsistent with the 
- | individual growers’ financial require- | March 21-22 Regional Savings Conference New York 
1 i ments. | April 11-12 Regional Savings Conference Birmingham 
i ; | April 25-26 Regional Savings Conference San Diego 
: Commodity Loans | May 2-7 Wisconsin Bankers Association,-Group Meetings 
" May 16-17, Missouri Bankers Association Excelsior Springs, Mo. 
As already stated, by far the larg- | June 10-12, Wisconsin Bankers Association Milwaukke 
est amount of credit required by co- | June 20-23 District of Columbia Bankers Association Montauk Beach, L. I., N.Y. 
| June 25-27 North Carolina Bankers Association Asheville 





operative marketing associaitons is 
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MORE PROFITABLE 
NEW SAVINGS 
ACCOUNTS PER 
DOLLAR OF 
EXPENSE THAN BY 
ANY OTHER PLAN 


HIS is a strong statement but it is 
what many bankers say about our 
service, after once using it. 


The proof of it is that they are asking 
us to come back again, after ample 
opportunity to study results and costs. 


It does not require a salesman to sell 
them a second time. They are writing 
us of their own accord. 


One banker writes, ‘‘At a meeting of 
our Executive Committee, held yester- 
day, the officers were authorized and 
directed to enter into an agreement to 
have a campaign in a general way just 
like the previous one which was so suc- 
cessful.’’ This from a 30 million dollar 
institution in a city a little over 100,000. 


Your 1929 program may profitably in- 
clude work of our kind if you are 
interested in securing a substantial vol- 
ume of new accounts at low cost. 


Space limitations naturally prevent our 
giving full details here, but if you will 
drop us a line we shall be glad to send 
complete information, at once, without 
obligation. 







BANKERS DEVELOPMENT 
CORPORATION 


31 Nassau St. New York, N. Y. 
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used for what are commonly called 
commodity loans. These loans are 
made on warehouse receipts and ship- 
ping documents covering the prin- 
cipal staple commodities which be- 
come available during a short har- 
vesting period and which usually are 
marketed during a period of sey- 
eral months, or until a new crop is 
produced. 

Such commodities include those on 
which the federal intermediate credit 
banks have extended considerable 
amounts of eredit through original 
advances to cooperatives. r 

Original advances to cooperative 
marketing associations made by the 
federal intermediate credit banks, 
from the time they were established 
in 1923 to December 21, 1927, have 
amounted to, in round numbers, 
$232,000,000 with renewals of $142,- 
000,000, making a total of approx- 
imately $374,000,000, according to 
the eleventh annual report of the 
Federal Farm Loan Board, for the 
year ended December 31, 1927. 

These loans had been made to 77 
cooperative marketing associations, 
with a combined membership of more 
than a million individuals. Of these 
associations, 15 marketed cotton, 10 
wool, 12 wheat, 2 rice, 3 beans, 7 
tobacco, 17 fruits and vegetables 
(canned or dried), 1 peanuts, 1 
broomeorn, 1 alfalfa seed, 1 red top 
seed, 1 nuts, 1 maple syrup, 1 
strained honey, 1 coffee, 1 olives and 
olive oil, and 1 hay. 

This suggests the variety of com- 
modities that meet the requirements 
of the federal intermediate credit 
banks, and offer desirable collateral 
for commercial bank loans. 

These loans make it possible for 
associations to advance to growers a 
substantial part of the current value 
of the crop upon delivery by the 
crower to the association. The loans 
also assist the management in effect- 
ing the most advantageous distribu- 
tion of the community throughowt 
the marketing season. 

Short-time Credit 

The original advances from federal 
intermediate credit banks usually 
run for a period of six months. 
Associations, however, frequently 
find it desirable and easier to obtain 
eredit from commercial banks for 
short-time (30, 60 and 90 day) pur- 
poses when their long-time needs are 
taken care of by the federal inter- 
mediate eredit banks. 

Many obtain large advances from 
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commercial banks. These loans are 
made directly on association notes, 
bankers’ acceptances (both foreign 
and domestic), and drafts with docu- 
ments attached which are deposited 
with banks which may give imme- 
diate credit and charge interest for 
the period required for payment. 
Warehouse receipts or shipping 
documents, of course, make up the 
collateral for these loans, and the 
usual advances are for not more than 
75% of the market value of the com- 
modities. 


The acceptance plan of financing 
has assisted agricultural commu- 


nities to gain ready access to central 
money markets. Acceptance credit 
drafts are drawn and accepted in 
accordance with the provisions of 
the federal reserve act, and rulings 
and regulations of the Federal Re- 
serve Board. This form of com- 
modity financing has been used 
chiefly among associations handling 
grain, tobacco, and cotton. 





Although large portions of these 
short-time commodity loans are made 
by large metropolitan banks, the as- 
sociations usually obtain consider- 
able advances from banks in their 
operating area. 


During the delivery season, espe- 
cially in some of the cotton states, 
the associations send letters to coun- 
try and city banks located in their 
states, advising them that the associa- 
tion desires funds at specified rates 
and maturities. A large number of 
the smaller banks take advantage of 
these opportunities for placing sur- 
plus funds for relatively short 
periods of time at market rates of- 
fered. Many banks consider these 
loans made on cotton collateral as 
secondary reserves, for they are 
readily rediscountable, and usually 
bear a rate equal to that on prime 
commercial paper. 





Accounts of Cooperatives Desired 


The commercial accounts of many 
associations are looked upon by 
bankers as valuable. Many coopera- 
tives handle millions of dollars worth 
of business each year, and their bank 
balances are often large. Many as- 
sociations have large cash reserve 
accounts, and banks, of course, are 
anxious to be on the list of depos- 
itories for these funds. 





Also the position of custodian or 
trustee for associations is often quite 
profitable; depending, of course, 


upon the amount of service rendered | 
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NE of the many surprising 
vistas in the largest single 


banking room in the world— 


tw UNION TRUST«a 


CLEVELAND 
Resources over $300,000,000 
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The Bank Shades 


must be attractively presentable 


Bank Shades are probably more . 
; Without excep- 
open to observation than those tion the ATHEY 


of any other business house. Shades are the 
most attractive 
office shades ob- 


tainable. 


Although ATHEY Shades do not lack 
that reserve and dignity which Banking 
houses require, there is an attractiveness 
to the soft tones, accordian pleats and 
ripple texture that is a welcome relief. 


The finest new office buildings in Detroit 
have found that prospective tenants who 
have used offices Athey Shaded insist on 
the new quarters being so equipped. 1000 
Athey Shades are now being made for 
the new David Scott Building, the 27th 
modern office building in Detroit to be 
so equipped. 


SHADES 


May be instantly adjusted to shade any 
part of the window. It has no springs, 
rollers or catches to stick or break and 
cannot flap out the window to become 
wet, torn or soiled. Hands need never 
touch an Athey Shade for adjustment. 


Used on 


BANKS 
HOTELS 


OFFICE 
BUILDINGS 


SCHOOLS 
Etc. 


In any length and in widths up to 16 feet. Sun- 
bursts for Circle head, segmental, or Gothic 
windows. Also operating Shades for skylights. 


Send for complete catalogue 


ATHEY COMPANY 


Representatives in Principal Cities 
6131 West 65th Street Chicago 


Canadian Representatives: 
CRESSWELL-MCINTOSH, REGD., Montreal, Quebec and Toronto 











ib answering your letter asking about the series of articles 
appearing in THE BANKERS MONTHLY by Mr. R. E. 
Porter; one of the first articles which I read when THE 
BANKERS MONTHLY reaches me is that month’s article 
about Bill Wilson. Needless to state that this is not the 
only article which I read for I have found THE BANKERS 
MONTHLY delightful and educational. I believe that the 
best way for anyone working in the banks of today to keep 
themselves abreast of the times in banking is through read- 
ing how others do it. With THE BANKERS MONTHLY, 


your reading is always headed for advancement. 


JOHN J. FIERY 


Asst. Cashier, Mechanics Loan & Savings Bank, Hagerstown, Maryland 
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by the bank in this capacity. In one 
southern city, the headquarters of a 
large cotton cooperative, the banks 
bid each year for the position of eus- 
todian, and the association has found 
it desirable to pass this position 


| around among the banks from year 


to year because of competition for the 


account. 


Commercial banking practices 
have been developed for handling all 
agricultural commodities. It re- 
mains for bankers and association 
officials to adapt these practices to 
the conditions surrounding the com- 
modity in the community in which 
the association is located. 

The question of market value is 
always a somewhat puzzling one, if 
the.loan is to run several months, 
even in commodities enjoying wide 
markets and on which accurate cur- 
rent market quotations are available. 
It is more difficult of aceurate es- 
timate, however, in commodities of 
smaller volume, with no exchange 
market quotation, and of a special- 
ized nature. 

Correct judgment concerning mar- 
ket value of commodities necessitates 
not only the most accurate informa- 
tion concerning supply and demand 
conditions, but also as complete in- 
formation as possible concerning the 
marketing problems surrounding 
each commodity and the policies fol- 
lowed by the cooperative marketing 
associations in meeting them. 


500° Increased Circulation 
For Window Displays 
(Continued from page 32) 
and are of a standard much higher 
than the average show eard. Colors 
are carefully chosen to harmonize 
with the rest of the window display. 

We usually change our displays 
during the weekend, so that there 
will be a complete new layout for 
the pedestrian each Monday morn- 
ing. Every ecard used in the windows 
has a frame around it. 

We find that one of the most im- 
portant factors in presenting a dig- 
nified window display is absolute 
cleanliness. The glass in front of 
our displays is washed every morn- 
ing. Windows are thoroughly re- 
novated inside and out once each 
week. All woodwork is repolished 
frequently. 


The Cost of Displays 


The total cost of operation of our 
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windows last year was around $1,500. 
At this outlay, we gave an advertis- 
ing message to over half a million 
people. We were not left to assume 
or merely to hope that these people 
got our advertising message. We 
could stand out on the sidewalk any 
time we wished and actually see them 
get it. 

The problem of distribution of the 
bank’s printed matter was solved in 
advance. When we decide to print 
something new, we do not have to 
hold conferences to decide how it 
will be distributed. Any piece of 
advertising material that has merit, 
we know we can distribute’ in large 
quantities at low cost. 

Added to these factors is the fact 





that many of our customers tell us | 
our window displays have brightened | 


up our building, have added to its 
architectural features, and have 


made it more inviting and cheerful | 


to the prospective customers. 


The chief cause of these many | 
benefits was our decision to spend | 
$5,000 for the construction of proper 


display windows. Without these, | 


believe any plan for the use of bank 


windows in a large way will fail. 
We strive for dignity and a type 


of display that will appeal to the | 


highest type of customer we have. 


Employes Save $2,500 
(Continued from page 18) 
thus furthering acquaintanceship be- 
tween them and fostering good will 
toward the bank. In addition, it 
gives them a feeling of safety and 
of being eared for, because they 


know that if they are injured or ill, | 


funds are available for their use and 
individuals are concerned about them 
and interested in them. 


It makes them more content with | 


their situation and slow to make a 
change. It has been proven time 
and again that many people prefer 
happy and congenial working sur- 
roundings to a slight monetary gain 
and will remain in the situation 
where such an atmosphere exists, 
proof against many a_ tempting 
salary offer. 

The association furnishes social 
contacts for the young man or woman 
new to the city or living alone, as 
well as providing an occasional social 
event. It develops harmony in in- 
dividual relationships, teaching them 
all to pull together whether at work 
or at play. Through its charitable 
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CHIPPEWA TRUST COMPANY 
St. Louis, Mo. 


' | 
FLOOR PLAN OF ABOVE BUILDING 


EXCESSIVE overhead expense may often be over- 
come by incorporating a number of shops and 
a floor of offices in the bank building. Such an 
arrangement not only produces a substantial 
income, but also affords a ready means of expan- ' 
sion in later years. 


In addition to the four shops on the first floor of 
the Chippewa Trust Company building, which was 
designed and built by the St. Louis Bank Building 
& Equipment Co., there are eleven offices provided 
on the second floor. The banking quarters extend 
the full height of the building, securing unob- 
structed light through twelve ceiling skylights 
and side windows. 


Your copy of our booklet will be sent on request. 


ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


Designers, Engineers and Builders for Banks 6xclusively 
SAINT LOUIS + 7 » 
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1206 SYNDICATE TRUST BLOG. ST.LOUIS,MO. 





Ww you need to employ the banking or collec- 
tion facilities of a St. Louis institution, call on the 
National Bank of Commerce in St. Louis for service. 


Banks in all parts of the United States have found they 


obtain from us a thorough covering of the St. Louis 


Area through a well-organized credit department and 


a capable investment subsidiary. 
RESOURCES NEARLY $100,000,000 


National Bank of Commerce 


Federal Commerce Trust 


BROADWAY OLIVE TO PINE 


rest IMPRESSIONS 


are often lasting 
and they must be good 


N “The entrance to the Bank 
“y3. Should be attractive,inviting, 


- friendly.Only the especially 
: \ gifted designer can accom- 
plish such a result. 


Consult us without cost or obligation 


I. D. Lacy Company 
Designers and Constructors of Bank Buildings 


) 
SEND FOR OUR BOOKLET “DISTINCTIVE BANK BUILDINGS’ 





Seven distinct 
departments 
built for service: 


Commercial 
Savings 
Trust 
Investment 
Foreign 
Credit 


Safe Deposit 























all of which has been very flattering. 


Kansas City, Mo. 





HAVE heard a great deal of comment in vari- 


B. E. YOUNG 


Comptroller, Commerce Trust Company 


ous localities regarding Mr. Stronck’s articles, 



















activities it furnishes the outlet for 
the desire to be doing something 


worth while. 


Attention to employe welfare has 
resulted in minimizing absences due ' 
to minor illness and eutting down 
minor time losses. 
time thus gained for handling addi- 
tional business more than pays the 
cost to the bank of any welfare work 


conducted. 


Dividend Creates Liability 
For Directors 
(Continued from page 19) 
of these firms have become bankrupt 
and the third is in the hands of its 
creditors. Just what the two bank. 
rupt estates will ultimately liquidate 
is hard to estimate but it is apparent 
you are facing a loss of at least 
$2,000 on one hand and $1,000 on 
the other. <A loss of $500 seems cer- 
tain on the third line. 
losses you have other slow paper. 
“On June 30 your capital was 
$50,000, surplus $10,000 and un- 
divided profits $3,350. 
apparent losses of $3,500 you paid 
a 4% or $2,000 dividend. 


‘“Why did 


idend ?”’ 


Easier To Pay Than Explain 


‘*Because,”’ 


agi 


To this statement it was easily 
seen that all directors agreed, as well 
as with Mr. Green, the president of 
the bank, who said: 

‘*What is there to do? 
paid the dividend, the stockholders 
have the money and wouldn’t under- 
stand if we asked them to return it. 
So I guess it’s too late to do any- 


thing. 


‘*But,’’ said the examiner, ‘‘you 
had no right to pay the dividend and 
it is not too late to correct the situa- 
tion. I shall recommend to the Bank 
Commissioner that he eall on you 
directors to restore to the bank the 
total amount of this dividend.”’ 

As a matter of fact a case similar 
to this recently occurred and the 
directors of the bank, upon demand 
of the Bank Commissioner, paid into 
the bank the amount of the dividend 
they had erroneously paid its stock- 


holders. 
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The additional 


Besides these 


said the cashier, ‘‘ we 
have always paid a semi-annual div- 
idend and were afraid of the effect 
should we pass this one. We thought 
it would be easier to pay this div- 
idend than to explain why we passed 
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for How A Comptroller Can 
hing Increase Your Bank’s Profits 
has (Continued from page 20) 

due | east the future based upon the | 

own records of past performance, mod- 

onal ified by new developments. It is the 

ddi- business of the comptroller to make . 

the these facts as useful to the bank as 
rork possible. 
} If approached _— _ entre N 1818 The lot” for banking 
tact, and if the proper cooperation Netiosal quarters. In 
ty from associate officials is secured, the _— nog 1928 she some 
: position of the comptroller as an Gaoain hi aa celine tadina 
‘independent observer and advisory “a house and house. 
officer’’ becomes a constructive and 
"upt important aid to the bank’s welfare. 
m The first subdivision of the second 

ro main function a., ‘‘ Analyzing units , 

“i of departments for the purpose of ef- ‘ ‘ - ie 

“i fecting improvements and eoumonny Banking with a House and Lot 

i“ of operations, applies particularly 

cer. to branch bank organizations. Nat- ly the musty old minute books of The National Bank of Chester 

none urally, in a large branch organiza- County, we read that back in 1818 they bought “‘a house and 

tion, all units do not accomplish the lot” for $5,250 to be used as their banking quarters. They passed 
ea same results, but the best and most a bill of “sixteen dollars for the building o a vault”... . and again 
ai productive features of the various | rg —— mene ws Pier ais, ors = a and lead 

8 ae ee ee were thoee of a hundied and won peses- age, Caly bear annaniy 

wid analyzed to the end that they may be | otto ese raha y &°. y ity 
applied in all branches so_ that : aa ’ 

liv through standardization of operating Ra this same _ ~e In new and sturdier than ever, 
procedure each unit will be de- | could never win nor hold their public’s respect with a house and 
veloped to a high standard of effi- | lot." aoe people expect oe ree t building to - a highly 
cieney. Se chase... . da onde piasiabagaunacaae lane ce 

‘we The elimination of waste is the | the entrance offering an earnest welcome . .. . the interior 

ate, watchword of industry today, and | symbolizing high ideals. ... backgrounds for men worthy of 

Feet too much stress cannot be laid on the confidence = —— —- vaule carrying proof of safety .... 

oh necessity of effecting economies in CPS CSS WH CENEENE: « « « 

a operation. It has been said that all 

oe the competition that the banks have TILGHMAN MOYER COMPANY 
had to face in the last few years, for | The Design, Construction and Equipment of Bank Buildings 

aily business that they have long con- | ARCHITECTS . ENGINEERS 

vell sidered theirs without dispute, can be | 


TILGHMAN Moyer Company, Allentown, Pa. 


Gentlemen: Without obligation,.please mail 
me a copy of “ Building the Bank for Business.” 


of met only by reductions in the costs | 


: HE little book *‘ Building the Bank for 
of operation. 


Business’’ is written by a staff of bank 


In considering the second item, b., | ¢7¢hitects to tell you—more fully than can be 








on ‘‘observation of results produced by \= — bere—how the modern bank build- Name:_ - _ 
; ing achieves this, and how its achievement can 

ler- | other banks,’’ we find that probably | ge made to promote the bank’s business. Forty- Address: . _ 
it. one of the most important duties of | three photographs illustate the text. 

nv- | the comptroller is the constant study- | The coupon will bring you a copy, without aia 
, ing of new developments throughout | *ga#ion, by return mail —— neem 

a the profession, with a view to sug- 

ind gesting improvements in his own in- | ——--——___ See eee es ae ee 

ua- stitution. The banks today are | 

ink | mutually benefiting through frank | 

rou : discussions of their problems and ex- | 

the change of ideas. RECEIVED a sample copy of THE BANKERS 

Under the last heading of this divi- MONTHLY for January and | am very well pleased with 

lar sion, ¢., ‘observation of the relations it and thank you for it. I was also pleased with the report 

the between the public and the bank,’’ | on my inquiry on the article “Qualifications for Bankers” 

ind we find the comptroller can offer con- and pe will — ag as hy perk Le bg 

nto structive criticism on policy matters, ee PORE Se oe pela stasis te 2 aay ee 

nd and services offered to customers. A. 0. ARNOLD ; 

ek- The reaction of the publie to adver- Asst. Cashier, The State Bank, Bowling Green, Ohio 








tising campaigns and the results 
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A NATIONAL CITY ‘ 
MAN CAN HELP YOU 


When you 
have deposits 
out of work 


No matter what type of investment you seek 
—marketable bonds for your secondary re- 
serves, or short term notes and acceptances 
for your self-liquidating needs—you are 
almost sure to find something suitable among 
National City offerings. Thousands of banks 
rely upon us to supply their investment needs. 
A National City man at our office in your 





section is familiar with the investment re- 
quirements of banks. He will gladly make 
suggestions whenever you have surplus funds 
available. 


The National City Company 
National City Bank Building, New York 
Offices in more than 50 leading cities throughout the world 


BONDS ‘+ SHORT TERM NOTES + ACCEPTANCES 











— 


THINK what I have to say this morning will somewhat 
relieve the shock which you received in not getting our 
renewal for THE BANKERS MONTHLY up to this time. 
In handling a large number of periodicals that come to 
my desk each month, it is rather difficult to give a great 
deal of attention to all of them, but recently the writer 
picked up one of your numbers, carried it home with him 


and spent part of the evening perusing its pages and was 
thoroughly convinced that THE BANKERS MONTHLY 
is one of the most thorough and helpful bank magazines 
published today. Therefore, we are enclosing our renewal 
for a two-year subscription. 


R. C. CRAWFORD 


Cashier, Gage Park State Bank, Chicago, Illinios 
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thereof are matters which can be 
closely followed and profitably an- 
alyzed. With the many different 
methods and mediums of advertis- 
ing, each having the endorsement of 
proponents who claim their methods 
the best, it is naturally advisable to 
keep a close check on the work of 
this department. Services offered 
by his own institution as compared 
to those offered by others, both in 


| quality and variety, are matters of 


interest to the comptroller. For the 
most part, the policies of a bank are 
governed by the statutes and sound 
banking principles and, generally 
speaking, are not subject to modifica- 
tion merely to satisfy the public. The 
comptroller, however, should study 
the reaction of the depositors to those 
policies bearing on public relations 
and make recommendations accord- 
ingly. 

To summarize in a few brief words 
we find that the comptroller, by keep- 
ing his finger on the pulse of internal 
affairs and on outside matters having 
a direct bearing on the welfare of 
the bank, is in a position to offer con- 
structive criticism when necessary, 
and can act in an advisory capacity 
to those officers who are responsible 
for the successful operation of the 
bank. 


FIRST AID TO SPEAKERS ON 
THRIFT. A convenient pocket manual of 
source material for public speakers on the 
subject of Thrift. Price $.20 per copy 
—$2.00 per dozen. The National Thrift 
Committee, 347 Madison Avenue, New York 
City. 

The board of directurs of The Bank 
of America N. A. of New York, has elected 
John E. Rovensky, formerly first vice presi- 
dent, vice chairman of the board; Fred- 
erick G. Curry, formerly assistant vice 
president, was elected vice president and 
A. M. Massie, assistant cashier was elected 
assistant vice president. 

F. A. Beane and G. F. Abell, formerly 
joint general managers, have been appoint- 
ed chief general managers of the LLOYDS 
BANK LTD. Mr. Beane became a general 
manager in 1923, after occupying impor- 
tant positions in the bank in London and 
Newcastle-upon-Tyne and also in Lloyds 
& National Provincial Foreign Bank Ltd. 
at Paris. Mr. Abell, before he became a 
general manager, was for some years man- 
ager of the city office. 

R. A. Wilson and S. Parkes, formerly 
assistant general managers, and 8. P. 
Cherrington, formerly a manager of the 
city office, have been appointed joint 
general managers of the bank. 


It is not your friends in recreation 
who build your bank, but rather your 
friends in business. 
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Securities 
and 


Investments 


OHN SMITH and his part- 
ner, who run a small electric 
shop, made some money, and 
noted that the biggest electric 
shop in the world had made 
more. They decided to buy some 
General Electric stock but when 
they asked their banker to help 
them earry it, they were turned 
down. 


ustomers Don’t Want Advice 


A WOMAN went into 
a broker’s office and 
bought 100 shares of 
radio stock. When it 
went up, she sold it and 
made a lot of money. 
Then she overheard an 
argument between employes in the 
office about the merits of another 
stock so she bought all she could of it. 

It went down so fast that she lost 
all she had made. She went into the 
broker and wept and asked: ‘‘ What 
are you going to do about it?”’ 

* * * 

A banker said: ‘‘If a man wants 
to buy stoeks and. take his licking 
he can do so, but women are dif- 
ferent.’’ Mary Smith asked him one 
day if he thought it would be all 
right to buy 10 shares of American 
Telephone & Telegraph stock. He 
said, ‘‘By no means. Forget it.’’ 
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They Want Facts 


By ELDRED M. KEAYS 


Advisory Counsel, The Milwaukee Co., Milwaukee, Wis. 


HE probabilities are that bankers who 
lead in the matter of supplying infor- 
mation for others will soon wonder how o ene 
they ever got along without it themselves. 


Since then she has seen the 450,000 
stockholders of that company pros- 
per, and she wonders if the 450,000 
did not know more than the banker. 

A man went into a shoe shining 
stand and heard two negro boys talk- 
ing about stocks. Said one: ‘‘May- 
be that stock of yours is all right— 
[ ain’t sayin’ one way or t’other, 
but you won’t have near the chance I 
get with 100 shares of this.’’ The 
man asked: ‘‘What stock is that, 
boy?’’ The boy replied: ‘‘Here it 
is, mister, in this newspaper,’’ and 
showed him a tipster sheet written 
by a tipster bureau which would be 


recognized at once as 
tipster by all except the 
ignorant. 


A bank advertised and 
used the same old lines 
about being at the serv- 
ice of the community. <A business 
man went im one noon and asked 
about something that was only half 
bad and might some day be more 
than half good. The youngster at a 
desk, with the usual manuals and 
financial papers around it, made a 
desultory search, then evidently de- 
cided the man shouldn’t buy it any- 
way and said: ‘‘There’s nothing 
here about it. What some people 
don’t find to bring in is worth about 
that—nothing.’’ 

* « * 

John Smith and his partner, who 

run a small electric shop up the 
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street, have made some money, and 
they have noted that the biggest 
electric shop in the world has made 


more. They decided to buy some 
General Electric stock and when 
they asked their banker to help 
them carry it, they were turned 
down. They were enthusiastic 
about the_ possibil- 

ities of the business, 

but it made no dif- 

ference. 


In August, the In- 
terstate Commerce 
Commission approved 
the offering of addi- 
tional stock of the 
Pennsylvania __ Rail- 
road for the purpose 
of making its 101,000 
employes part owners. 
Those employes will 
be encouraged to buy 
small amounts 
of the stock, and 
doubtless the railroad 
will do all it ean to 
help them earry their 
shares on the partial 
payment plan. Who 
is right? 

* * * 

An observer once 
said : ‘‘ Bankers spend 
their good money ad- 
vertising service and 
then what they tell 
us is always wrong.”’ 


One banker said: 
business. 





is a business in whieh 
people handle their money to suit 
themselves, and in the end they trade 
with those who show them how to do 
it. Those who are not yet investors 
are going through the painful first 
stages. Where are they getting their 
facts and figures ? 


investment 


ANKING is a business of handling 


other people’s money. 


But investment is a business in which 
people handle their money to suit them- 
selves, and in the end they trade with 
those who show them how to do it. 


Those who are not yet investors are 
going through the painful first stages. 


Where are they getting their facts and 
figures? 


“It’s none of our 
It costs us a thousand dollars 
a day to run this bank and none of us 
has any time for fool questions. 
these stock market gamblers ought to 
be shot.” 


Another banker said: 
lot of money in plans for helping the 


All 


“We spend a 





our business. It costs us a thousand 
dollars a day to run this bank and 
none of us has any time for fool 
questions. All these stock market 
gamblers ought to be shot.’’ 

Another banker said: ‘‘ We spend 
a lot of money in plans for helping 
the public use its money rightly. If 
any truck driver off 
the street comes in 
here and asks a civil 
question, he is going 
to get more than a 
civil answer. There is 
so much information 
about everything in 
the world these days 
that, if we haven’t 
got what he wants, we 
ean get it.’’ 

Some banks, which 
advertise service and 
are the best equipped 
for that service, are 
the most impatient 
with inquirers of 
small means. Other 
banks have officers 
who are anxious to 
shake hands and smile 
weleomes but who are 
unable to take a real 
estate bond circular 
and show in a few 
figures that the thing 
is a one hundred per 
cent loan. 


If we are glad to be 


This is an exaggera- . . . living in the first 

tion, but is it partly public use its money rightly. If any country on earth 

true? Why should truck driver off the street comes in here where two shoeshine 

bankers give out any- and asks a civil question, he is going to boys can argue about 

thing that is only get more than a civil answer.” the stocks they are go- 

partly true? ing to buy, we ought 
The man said: 


‘* What they tell us is 
always wrong.’’ He 
did not say: ‘‘The 
information they give us is always 
wrong.’’ The trouble is that so many 
bankers have not given out informa- 
tion—they have handed out opinions. 
Information may be hard to get at 
times, but a bank can always get it 
and it can always be presented im- 
partially as information. Handing 
out opinions in the last two years 
has been the most hazardous job on 
earth. 

The publie no longer wants father- 
ly advice from its bankers. Too 
many people have learned too much 
about investment and they want 
figures. Banking is a business of 
handling other people’s money, but 
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The uninvited woman in the 
brokerage office was not far from 
wrong. She was looking for informa- 
tion but picked up gossip instead, 
stumbled, and was laughed at. The 
boys in the shoeshine parlor were 
trying to pick information from a 
sheet written purposely to misin- 
form. Mary Smith asked for advice 
and got the wrong answer. The 
electrical man got no help in what 
he thought was a logical thing to do, 
and at the same time a hundred 
thousand others were encouraged 
from high quarters to embark upon 
much the same venture. 


One banker said: ‘‘It’s none of 


to be willing to help a 
bit. No amount of 
bank disapproval will 
prevent those two 
boys from doing what they want to 
with their own money. 

One can say that people like that 
should not have money, but what 
good will that do? As time goes on 
they will have more money, and that 
is why the banking business ought 
to be a good one. The important 
question is, are these people learning 
to come into the banks or are they 
going somewhere else? 

Financial statistics were never as 
simple as today, and several firms 
make a business of publishing them 
in forms which can be understood by 
any ordinary inquirer. Some of 


those best known to bankers among 
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several in the business are: 

Moody’s Investors Service, 65 
Broadway, New York City, 

Poor’s Publishing Company, 33 
Broadway, New York City, 

Standard Statistics Company, 200 
Varick Street, New York City. 

Moody ’s manuals give an inquirer 
synopses of the better known ecor- 
porations which are unparalleled for 
conciseness and clarity. Poor's 
manuals furnish more details for 
those who find detail interesting, 
while Standard surpasses all others 
in its comprehensiveness. Poor and 
Standard bring their facts and fig- 
ures down to a daily basis with daily 
news Sheets that cover everything in 
the financial world. 

Some will like one and some an- 
other. It all depends on how much 
is wanted. Some services adapt part 
of their material to the use of smaller 
banks at less expense. Libraries of 
the larger city banks buy everything 
in the way of useful information. 

The easiest way to cripple a great 
bank is to eut off its information. 

The probabilities are that bankers 
who lead in the matter of supplying 
information for others will soon 
wonder how they ever got along with- 
out it themselves. 


THE CONTINENTAL TRUST CO. of 
Macon, Ga., an affiliation of the Atlanta 
& Lowry National Bank of Atlanta, Ga., 
recently purchased the liquid assets of the 
defunct Fourth National Bank of Macon 
and made a 50% payment to the depositors 
of that bank. Payment of 50% within 
50 days from the date of the closing of 
the Fourth National’s doors is said to be 
breaking all records of big financial 
crashes. Without the purchase by the 
Continental Trust Co., depositors might 
have had to wait six months or longer 
for their initial payments through the 
comptroller of the currency. The failure 
of this bank is the second largest in the 
recent history of American banking. The 
largest failure was at Pittsburgh, Pa., when 
the First National failed in July 1913. 

THE OLD NATIONAL BANK & 
UNION TRUST CO. of Spokane, Wash. 
recently purchased the entire assets of the 
City National Bank of that city and as- 
sumed all its liabilities. This increases its 
assets to $25,000,000. In addition, it has 
purchased a part of the assets of the 
defunct Exchange National Bank and will 
pay a 60% dividend to the creditors of the 
Exchange National just as soon as the 
receiver can complete the mechanical work 
necessary to proving claims and issuing 
certificates. : 


It has been said that service grudg- 
ingly given, is an insult; but service 
smilingly given, is a pleasure to the 
giver and the recipient. 
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Helping the Bank— 
Also the Investor 


The periodical check-up of investment holdings is 
frequently suggested as part of the service of both 
banks*and investment bankers. 
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We stress this point ourselves, knowing the 
benefits that accrue, in reassurance of safety, de- 
sirability of better balancing of the list, or the 
sale or exchange of certain securities for added 


strength and perhaps a cash profit. 
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For the general investor we maintain a staff of 
business and financial counselors, economists and 
analysts, whose services are offered entirely with- 
out cost. 
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The services of this staff are also offered to 
banks, for the checking of their own lists. The 
services will be of especial value to banks for 
checking lists of their customers, in cases where 
more information is desired than may be available 


to the banker. 
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Our booklet, “A Valuable 
Aid to Banks and Investors,” 
describes this service. Copy 
sent free on request for 


AC.ALLYN*» COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 


New York Boston Philadelphia Detroit 
Milwaukee St. Louis Minneapolis San Francisco 
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ERMIT us to compliment you on your wonderful 
issue of THE BANKERS MONTHLY for Janu- 
ary, 1929. 

To read the contents and not pass on the good in- 
formation, makes us feel selfish, and we are going to 
ask if we might purchase sixteen additional copies and 
have you mail them to the names and addresses shown 
on the enclosed list. This will allow each of our 
directors to enjoy what we have read with profit. 


JOHN C. STEVENS 


Vice Pres. Glen Rock National Bank, Glen Rock, New Jersey 
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“Overs and Shorts” 





Ask Dad, He Knows 


Teacher: ‘‘ Willie, why do you 
write ‘Bank’ with a large B?’’ 

Willie: ‘‘Because Daddy said a 
bank was no good unless it had a 
large capital.’’ 


4. D. “Saturday Night Saver” 


ya Lafayette 
South Side Bank & Trust Co., St. 


Louis. 


Noah didn’t wait for his ship to 


come in—he built one. 


‘Pepperbox” The Fifth Third 
Co., Cincinnati, O 


Union Trust 


It was about 2 a. m.—** Wow-Wow- 
wow-wow ;”’ yelled the baby. 

‘*Four bawls and I walk,’’ 
sponded the ball player daddy, reach- 
ing for his slippers. 


“The Exchange Spark” Exchange Bank, Tulsa, 
Okla. 


re- 


A Flourishing Business 


‘*Hello, Sam. What are you doing 
now ?’’ 

‘*Oh, I’m a contractor.”’ 

‘“‘A contractor — that’s 
What line?”’ 


*“Debts.’’ 


“The Chase” 
New York. 


creat ! 


The Chase National Bank of 


Young 
travelers’ 


Lady: ‘‘I would like some 
checks. ’’ 
Robbie: ‘‘What denomination ?”’ 


Young Lady: ‘‘Methodist.’’ 


“Philadelphia Chaptergram” Philadelphia Chap- 
ter American Institute of Banking. 





Emulsified Culture 


Yes, she assured him that she was 
passionately fond of literature. 

‘*Then you must have read Scott,”’ 
he said. 

‘*T think he’s just delightful,’’ 
she exclaimed. 

‘*Tsn’t the ‘Lady of the Lake’ ex- 
quisite?’’ he asked. 

‘*Perfectly lovely !’’ 
dent reply. 
times !’’ 

‘*And ‘Marmion’ and Peveril of 
the Peak?’ ’’ 

‘*T just dote on both of them,”’ 
she said. 

‘““And Seott’s ‘Emulsion’?’’ he 
asked, getting somewhat suspicious. 
‘‘T think,’’ she said, ‘‘that it’s the 


best thing Seott ever wrote!’’ 


“Philadelphia Chaptergram” Philadelphia 
Chapter American Institute of Banking. 


was her ar- 
‘*T have read it a dozen 








OUR OFFERING LIST WILL BE MAILED REGULARLY UPON REQUEST 





A National Name 


Seven thousand banks throughout the country have 
included G M A C short term notes in their portfolios. 
These notes are direct obligations of a national institu- 
tion and are available in convenient maturities and 
denominations at current discount rates. 


GENERAL 


MorTors 


ACCEPTANCE CORPORATION 


OFFICES IN 


Executive Office 


PRINCIPAL 


- BROADWAY at 57TH STREET 


CITIES 


- New York City 





CAPITAL, SURPLUS AND UNDIVIDED PROFITS ~- 


OVER $55,000,000 


CORNELL & COMPANY 


Certified Public Accountants 


Cable Address—‘*Cornelcoke” 


New York 
Minneapolis 
Cleveland 
Houston 

St. Paul 
Los Angeles 


Chicago 
Detroit 
Toledo 
Omaha 
Wichita 
Portiand 


Montreal 
Pittsburgh 
Louisville 


Salt Lake City 
Oklahoma City 
San Francisco 


St. Louis 
Denver 
Dallas 
Tulsa 
Monroe 
Seattle 


Washington, D. C. 
Philadelphia 
Amarillo 
Hutchinson 
Topeka 

Kansas City 





Readers will confer a favor by mentioning THE MARCH, 1929 BANKERS MONTHLY when writing to our advertisers 





Too Pale 


Doctor—Are you sure you take 
your cup of hot water every morn. 
ing? 

Patient—I do, doctor, but my wife 
calls it tea. 


“Valley Trust Magazine” 


Mississippi 
Trust Co., St. Louis, Mo. 


Valley 





A Watchdog of the Treasury 


Lost—From home Saturday, 
female pointer white and speckled 
six months old, wearing collar with 
First National Bank attached, 
Finder please notify W. S. Graham, 
First National Bank, Gainesville, 
Florida. 


“Gainesville Sun.” 


Dad’s System 


Teacher: ‘‘Jimmy, if your father 
owed the landlord $20 and _ the 
grocer $14 what would he pay ?’’ 

Jimmy: ‘‘Nothin’, ma’am; 


would move.’’ 


“Fun and Finance” 
Richmond, Va. 


we 


Federal Reserve Bank, 


Help Develop Foreign Trade 
And Your Bank’s Deposits 
Will Grow 


(Continued from page 22) 

120 days after arrival is necessary 
to foster further gains. In this 
respect, the American banker can 
vastly inerease shipper-depositors’ 
accounts by maintaining a closer con- 
tact with the Indian bankers, and 
thereby safeguarding the long-term 
commercial paper. 

Investigation in reliable channels 
points conclusively to the certainty 
of doubling the present exports to 
India and the Indies during the next 
year if bankers and shippers will give 
this phase a closer study. 

Banking developments in India 
give food for thought by American 
bankers interested in aiding their 
shipper-depositors toward ‘‘success- 
ful sales’’ in that field. One of the 
most important events was the at- 
tempt to create a central bank similar 
to the Federal Reserve for the pur- 
pose of regulating and mobilizing 
credit and currency. 

The second event of importance 
was the organization of an institute 
of banking to consider all questions 
pertaining to the business of bank- 
ing and trade development and the 
passage through the assembly of a 
resolution for the institution of an 
inquiry into the Indian banking 
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situation, with a plan of improving 
and expanding it, and of eliminating 
many difficulties caused by the banks 
being commercial houses, dealing 
largely in merchandise. 

The collapse of the Bengal Na- 
tional Bank of Caleutta caused a 
tremendous loss of publie confidence 
in indigenous banking institutions, 
but it strengthened the position of 
the British banks and also caused 
the consolidation of other existing 
Indian banks. 

The Indian cooperative and joint- 
stock banks have, by their achieve- 
ments, demonstrated that the bank- 
ing habit is developing by healthy 
strides among the natives. This will 
aid and react very favorably toward 
a greater export and import trade 
between the United States and the 
Indian areas, if American bankers 
are careful in the selection of cor- 
respondents to whom to send the 
drafts for their customers. 


There is a tradition, not without 
foundation, that the average Indian 
merchant is tricky and unreliable, 
particularly on long-term credits. 
To a regrettable extent this is only 
too true, but it can be overcome if 
the American banker selects a re- 
liable correspondent. The British 
bankers in India and the Indies are 
very familiar with all of the artful 
schemes of the natives and are 
usually so strict and severe that it is 
rarely possible for an American 
shipper to lose or have shipments re- 
fused when those banks are em- 
ployed. 

The alternative for using the Brit- 
ish banks as safety factors can be 
gained only by the selection of re- 
liable native agents for the American 
shipper. If a native firm is reliable, 
they can always finance any import 
or export, and the majority are well- 
known to the reliable bankers. 

India and the Indies offer an un- 
limited field for trade development 
providing American bankers devote 
the necessary time and research to 
secure a safe foundation against 
which they can advance money to 
American depositors whose products 
are desired and for whom countless 
orders are awaiting a salesman. 

The time, study and research will 
repay many millions in profits, but 
the American banker must be ready 
at all times to cooperate with his 
clients toward perfecting every bank- 
ing safety plan to collect the money 
when due. 
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MoDERNIZE 


Banking competition these days is just as inten- 
sive as in commercial lines. @.The bank which 
offers its customers something new, novel, unique 
and yet sane and sound is a step ahead. @ The 
Yale & Towne Mfg. Co. Plan of Vault Operation 
will place your bank a step ahead. It has a dis- 
tinctive appeal to your customers. It is compul- 
sory for them to first handle the key to the safe 
deposit box they select. The custodian never 
handles the keys — in fact the location of the keys - 
is secret until the boxes are rented—and no one 
but the customer can handle them. @ There is a 
sturdy fibre envelope and a metal eye that sees 
that the customer gets the keys first. @ Naturally, 
the plan has a complete system of records whereby 
The Yale & Towne Manufacturing Co. can sub- 
stantiate the vault records at all times. @That 
means modern protection for everyone concerned 
in the transaction. Send today for booklet: “Yale 
Sealed Key Safe Deposit Locks.” Step ahead of 
your competitors. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S.A. 
















HAVE been tremendously interested in H. N. 

Stronck’s series of articles on Banking, which ex- 
plains why I wanted the current issues of your magazine. 

In going over these issues, | have been delightfully 
surprised at the amount of subject matter that is 
profitable for a banker to read. I find that I am con- 
tinually jotting down expressions and points of view 
that I have always conceived sound and worth while, 
but have never seen them in print. 


R. P. ABBEY 


Trust Officer, The First National Bank, Canton, Ohio 
































































Engineers National Bank Building 


| We Help People 
To Help Themselves 


Upon this foundation rock 
of service—recognizing the 
human nature element, we 





are building our business. 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 














RECEIVED my February copy of THE BANK- 

ERS MONTHLY and have noted particularly 
the article appearing on page 13 entitled “How we 
get Customers to Talk Trusts.” 

If we could place this article in the hands of 


each of our officers, I believe it would be of con- 
siderable value to us. I am, therefore, taking the 
liberty of asking you if it would be possible to 
purchase 50 extra copies of this issue. 


OLIVER J. NEIBEL 


Asst. Trust Officer, Commerce Trust Co., Kansas City, Missouri 
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The Bankers Librarian 


Practical Color Simplified 


Here is a new book that bankers 
may benefit by having. It will be 
perhaps most useful to the window 
display man because it features the 
value of colors in attracting atten- 
tion. It offers a guide for color 
harmony, and it teaches the impor- 
tant principles of color lighting. 

For the loan officer, it will be a 
guide to an understanding of the 
business of manufacturer borrowers 
for it treats of color in industry. 
Practical Color Simplified by Wil- 
liam J. Miskella, is published by 
Finishing Research Laboratories, 
Inc., Chicago, Price $3.50. 


Elements of Banking by Joseph J. 
Schroeder, Secretary of the Chicago Chap- 
ter of the American Institute of Banking, 
is used by the Chieago class in Banking 
Fundamentals and was written particularly 
for men and women employed in banks 
whose experience has been limited to a 
few departments and who wish to get a 
picture of the whole operation of the bank, 
including inter-departmental relations and 
managerial problems. The principal de- 
partments are analyzed and their practical 
operation explained as well as the legal 
and economic considerations which in- 
fluence the methods employed. Published 
by the Chicago Chapter of the American 
Institute of Banking, Chicago. Cloth 
$2.50. 207 pages. 


A College Grammar by Mason Long, 
Associate Professor of English Literature, 
Pennsylvania State College, was written 
as a text-book primarily, but it is also a 
source book for business and professional 
men and it finds an appropriate place on 
the office desk. It is a convenient manual 
of accepted contemporary usage—explain- 
ing and illustrating the functions of the 
individual parts of speech and the formulas 
according to which they may be combined 
in order to make correct and effective 
sentences. Published by the Ronald Press 
Co., New York, Cloth, 323 pages. $3.00. 


Water Service—The Aristocrat of Utili- 
ties. An interesting booklet describing 
water bonds as a sound form of invest- 
ment. P. W. Chapman & Co., Ine., 170 
West Monroe Street, Chicago, Ill., or 42 
Cedar Street, New York City. 

‘Interesting Facts.’’ A booklet giving 
graphic information concerning the proper- 
ties and the investment opportunities in 
the enterprises of the Associated Gas & 
Electric Co. Associated Gas & Electric 
Securities Co., 61 Broadway, New York 
City. 


With good will in your heart your 
bank will grow—your customers will 
make it grow. 


eT 





cael 


— 


a 


Banker Publishes Paper 


For Farmers 


A magazine known as ‘‘ The Progressive 
Messenger’’ is being published by Robert 
H. Dugger, executive vice president, Han- 
over National Bank, Ashland, Va., with 
Earnest C. Pollard as editor. 

Mr. Dugger has for several years been 
suecessful in publishing a magazine for 
the farmers of this community entirely at 
the expense of his own bank. This was 
so suecessful that he has now expanded it 
into a state-wide publication which is 
issued in cooperation with a number of 
the banks of Virginia. Mr. Dugger states 
that the magazine is planning on extending 
its activities into North Carolina, South 
Carolina, Maryland, Kentucky and West 
Virginia. 





The announced policy of the new farm | Barclay-Westmoreland Trust Company, Greensburg, Pa. 
publication is ‘‘Talk Farming, Not Hopkins & Dents, Architects 


Figures.’’ The first issue of the magazine 


ins 16 pages, f > ahiats aie biael, rreee. ° 
at md tecmmeaie tea die Investigate S&G Protection 


pages contain general articles of interest 


ersons living in rural Virginia. re . . ; ; 
a snsenine sinidan tdubiog an FTER careful a ire of all available CqEpaes, . 
by the governor of Virginia, and one by L \ Sargent & Greenleaf Time, Combination and Secret 
the commissioner of agriculture of the Key Changing Sealed Key Safe Deposit Locks were chosen for 
gi tomar ; the Barclay-Westmoreland Trust Company’s new building. 
The magazine is supplied free to farmers oo 3° “.< , ‘ 
by the banks, but the banks, in turn, sell For your new building or addition, comparison will show that 
advertising space to the local merchants, the protection of S&G Locks is more than merely “ample.” 
which results in the whole plan costing the : y 
banks little or nothing. Main Vault Doors, Emergency Doors, Safe Deposit Boxes, 


ew Cashiers’ Lockers, Time Locks with Day and 
, , Night Attachment, Single Vision Dials 
Clark Now President of for Combination Locks. 


Omaha National ; 
After Walter W. Head resigned as | Sargent & Greenleaf Inc. 
ROCHESTER NEW YORK 





president of the Omaha National Bank to 
become president of the State Bank of 
Chicago, the directors elected W. Hale 
Clark, who has been vice president of the 
Omaha National since 1921, to tuke the 
place of Mr. Head. 

Capital of the bank was inereased in 
December 1928 to $1,250,000. The surplus | 
is $1,000,000; undivided profits, $269,000. 
Its total resources exceed $42,000,000. 










Sargent & Greenleaf, Inc. 
Rochester, N. Y. 






(] Please send me a working model of the S&G Secret Key 
Changing Sealed Key Safe Deposit Lock. 





[] Please send me complete information about S&G Locks. 







A Booklet On Federal Reserve | 
Bank Statements 

A most interesting and helpful booklet 

has been published by The Farmers’ Loan 

and Trust Co., 22 William St., New York, 

entitled ‘‘How To Read The Statements 

Of The Federal Reserve Banks.’’ It gives 


every item in the statement and explains 
just exactly what each item is. This may 
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be had by addressing the bank. 


E WROTE you a short while ago stating that we 
did not care to renew subscription to THE 
BANKERS MONTHLY. On two different occasions 
since making this statement I have looked in my maga- 
zine file at home for THE BANKERS MONTHLY and 
did not find it, of course. I did not realize I would 
miss it so much. 

You may enter our subscription for two years and 
mail it to me. 


THE DETROIT BOARD OF COMMERCE 
has honored John A. Reynolds, vice presi- 
dent of the Union Trust Co., of Detroit 
by selecting him as chairman of the newly 
appointed Industrial Development Com- 
mittee. This committee marks a forward 
step in furthering the economic progress 
for which Detroit has justly become noted. 





M. E. TATE, vice president and cashier 
of the Security State Bank at Keokuk, 
Iowa, was recently elected president of the 
Keokuk Chamber of Commerce. Mr. Tate 
has always been exceedingly active in com- 
munity development work. 


W. R. GALLOWAY 


Vice President, Washington Bank & Trust Co., Cincinnati, Ohio 
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“SIT UP” 
easily ! 





This is No. 1 Stenographer’s Chair, ball bearing, 
(swivel) genuine Spanish leather upholstering, op- 
tional new saddle seat, Rubroid oil-less casters, 
standard olive green finish; height 17° to 2114’. 
No extra cost for mahogany, walnut or black finish. 


—_ your 
own workers 


Are they comfortably seated 
and supported in the correct 
posture? Are they sitting up 
to their work or slouching 
into it? 

It costs no more to correctly 
seat your office or factory 
workers and it pays big divi- 
dends in increased efficiency. 


Eff &C 


“Scientifically Correct Chair” 


y—->USE THIS COUPON<& 


pom on nn nn en ee ee ~ 
! Frirz-Cross Company, Manufacturers B.m. | 
{ Guardian Bldg., Saint Paul, Minn 1 
! Please send me your booklet ‘‘What Underlies ! 
: Efficiency’’, also name of local dealer 1 

1 
UE eee ea ne ka pha ees Sake RE EE ! 
| 1 
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First National and Union 


Trust Complete Merger | 


66 NTIL recent years, middle western 

enterprise was still in some measure 
dependent upon outside capital,’’ said 
Melvin A. Traylor, president of the First 
National Bank of Chicago and of the First 
Trust and Savings Bank, in commenting 
upon the consolidation of the Union Trust 
Co. with these banks. 

‘* With this consolidation, Chicago takes 
another important forward stride in meet- 
ing the increasing financial requirements 
of the Middle West. The physical merger 
has been completed. 

‘*The Middle West has achieved an in- 
dependent position financially,’’ continued 
Mr. Traylor, and has met its own increas- 
ing capital requirements out of its own 
prosperity. Capital is being supplied from 
the Middle West for business and govern- 
ment enterprises in all of the states of 
the nation and many foreign countries. 

‘*This consolidation, which places the 
bank among the ten largest in the United 
States, is typical of the remarkable 
development which has characterized the 
financial, industrial and commercial prog- 
ress of the Middle West. 

‘What the Middle West is doing in the 
creation and accumulation of wealth,’’ said 
Mr. Traylot, ‘‘is an epoch in our national 
growth and development. From 1860 to 
the present, the value of Chicago’s manu- 
factured products has increased approx- 
imately 25,000%; her wholesale trade 
approximates $5,000,000,000, and her retail 
trade, $2,000,000,000. This great area, of 


, ~— ‘ I 
which Chicago is the center, produces 80% 


of the iron ore of the country, 75% of 
the motor vehicles, 67% of the meat 
packed, 57% of the flour mill products, 
85% of the agricultural implements, 38% 
of the bituminous coal, and 42% of thie 
steel rolling mill products. 
9,000 domestic banks, one-third of the 
banks in the country, now keep balances 
with Chicago banks. 

‘With these important developments and 
the rapid integration of industry into 
larger units of control, there has been an 
increasing demand for banking facilities 
on an even greater scale. The consolidation 
will make available to the great Central 
West—the new center of American industry 
and commeree—a bank whose resources 
and facilities will be more than ample 
to eare for every need of industry, com- 
merece and agriculture.’’ 

Completing the consolidation of the 
Union Trust Company, the First National 
Bank of Chicago and the First Trust and 
Savings Bank, the board of directors 
elected officers as follows: Frank 0. 
Wetmore, Frederick H. Rawson, co-chair- 
men; Harry A. Wheeler, vice chairman; 
Melvin A. Traylor, president; R. Frank 
Newhall, vice president and cashier; E. E. 
Brown, John P. Oleson, Craig B. Hazle- 
wood, Bentley G. McCloud, B. C. Harden- 
brook, Frank M. Gordon, Charles R. 
Holden, Arthur W. Newton, John F, 
Hagey, C. V. Essroger, William J. Lawlor, 
H. H. Heins, George H. Dunscomb, A. N. 








First National Bank of Chicago and Union Trust Co. executives completing the 
$600,000,000 bank merger. Left to right, seated, Melvin A. Traylor, president of the 


First National Bank; Harry A. 


eeler, president, and Frederick H. Rawson, 


chairman, of the Union Trust Co. and Frank O. Wetmore, chairman of the First 
National. Standing, George A. Ranney and Silas H. Strawn, members of the execu- 


tive committee. 
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Cordell, John S. Gleason, Harry Salinger, 
James B. Forgan, Jr., Walter M. Heymann, 
Hugo A. Anderson, Herbert P. Snyder, 
Emil A. Stake, A. B. Johnston, vice presi- 
dents; John J. Anton, H. Lynn Benson, 
0. C. Brodhay, James L. Buchanan, Claude | 
B. Carter, Chester E. Herrod, Fred W. 
Loco, Thomas J. Nugent, R. K. O’Hara, 




















J. B. FORGAN, Jr. 


Fred B. Tedford, E. M. Tourtelot, Edward 
M. Warner, H. Lindsay Wheeler, assistant 
vice presidents; Walter Lichtenstein, execu- 
tive secretary; W. G. Strand, manager 
Foreign Banking Department; H. L. 
Droegemueller, auditor; Harold V. Amberg, 
general counsel; John N. Ott, attorney. 


James B. Forgan, Jr. Elected 
First National Director 


James B. Forgan, Jr., was elected a 
director of the First National Bank of 
Chicago at the meeting of the stockholders 
which ratified the consolidation with the 
Union Trust Co. Mr. Forgan has been 
an officer of the First National Bank, of 
which his father was the distinguished 
chief executive for so many years, since 
1916 and has held the position of vice 
president for three years. He is chairman 
of the board of the Security Banks of 
Chicago, having been president of the 
Second Security Bank in 1915, when he 
was rated as one of the youngest bank 
presidents in the country. Mr. Forgan has 
been active in civie and industrial affairs. 
He is chairman of the Chicago Chapter 
of the American Red Cross and chairman 
of the Finance Committee of the Chicago 
Council Boy Scouts of America. 


Directors of the FIRST NATIONAL 
BANK-KENTUCKY TITLE TRUST CO. 
group at Louisville, Kentucky, elected 
President Embry L. Swearingen, to the 
newly created office of- chairman of the 
board; elected Executive Vice President 
John M. Monohan as president; elected 
Executive Vice President Ralph C. Gifford 
as sole executive vice president; and elected 
Assistant Vice President Henry Y. Offutt 
as a vice president. The other officers were 
re-elected. 
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extra fine 
extra fast 
extra fare 


“Chief 


daily between 


Chicago and California 


Saves a Business Day 


The Chief seems to 


have garnered much of Cal- 
ifornia’s compelling charm. 
As you step into its spacious 
cars complete in a perfec- 
tion of readiness, you are 
at once captivated by that 
sensation of well-being, of 
all-permeating comfort and 
enjoyment, which is the 
very essence of California. 


—— 


EXTRA FARE 


$10 from Chicago 
$8 from Kansas City 


enemen gummed 


Santa Fe—Fred Harvey 
“‘all the way.”’ 


For further details apply to 


J. R. MORIARTY, Division Passenger Agent 
Santa Fe Ry. 
179 West Jackson St., Chicago, Ill. 
Phone: Wabash 4600 


LT 








_..in AMERICAS 
INDUSTRIAL CENTER 






HEN corpora: 
tions and individ - 
uals move from 
your city to the 
Newark territory, 
give them a letter 
of introduction to 
New Jersey's 
largest bank- 


— FIpELITY UNION 
‘TRUST COMPANY 


Member Federal Reserve System 


Newark, New Jersey 











E are in receipt of your February issue of THE 
BANKERS MONTHLY and we are very much inter- 
ested in securing some extra copies of the article “Get 
Business and You'll Get Ahead,” by Mr. C. E. Auracher. 
Kindly advise us the cost of securing 100 copies of 


this article, or if it cannot be printed separately from 
the magazine, a like number of the magazine itself. 

We are contemplating placing one of these in the 
hands of each one of our officers and employes. 


W. A. MecDONNELL 


Reprints of this article are Vice President, Bankers Trust Co., 
now available at 5 cents each | Little Rock, Ark. 














First Wisconsin Mortgage 
Company Is Organized 


The following are officers of the First 
Wisconsin Mortgage Co., Milwaukee, Wis,: 
George B. Luhman, president, Philip P, 
Edwards and Wilbur I. Barth, vice presi- 
dents. <A. F. Sperling, secretary and 
treasurer and R. W. Janssen, assistant 
secretary and treasurer. 

The First Wisconsin Mortgage Co. has 
been organized to take over the mortgage 
business of the First Wisconsin Trust Co, 
and does not represent a new activity on 
the part of the First Wisconsin Group. 
The First Wisconsin Trust Co. and its prede- 
cessors have conducted a mortgage loan 
business since 1894. On account of the 
increase in the amount of business handled 
in this department and the large expansion 
program on which the First Wisconsin has 
embarked during the past year, it was 
decided to organize the new company to 
handle it. The company will operate in 
the quarters of the First Wisconsin Trust 
Co. on the second floor of the First Wis- 
consin National Bank building. It is 
planned to extend the services of the com- 
pany through all branches and banks affil- 
iated with the First Wisconsin Group. 


Chicago Bankers’ Balances 


Analyzed 


Approximately 9,000 banks have corre- 
spondents in Chicago, reports Bulletin 21 
of the Bureau of Business Research, 
University of Illinois. Of the 64 reserve 
cities outside of Chicago and New York, 
two-thirds of them show that every national 
bank has direet Chicago connections. In 
a number of states, Chicago banks almost 
completely dominate as the correspondents 
of country banks. For example, 94% of 
all the banking towns of Iowa report that 
at least one bank has a Chicago corre- 
spondent. Slightly in excess of 4,800 bank- 
ing points in the country as a whole— 
close to 30% of the total—have direct 
banking connections with Chicago through 
at least one correspondent. 

At the close of 1927, bankers’ balances 
held by Chicago banks aggregated almost 
$360,000,000 as compared with $139,000,- 
000 reported by them at the end of 1900. 

During the 26 years studied, bankers’ 
deposits held by Chicago banks have moved 
in four rather distinct cycles. There has 
been a marked tendency for these deposits 
to be at the Lowest point when business 
generally was most depressed. A recovery 
in general business conditions has usually 
been accompanied with an upward swing 
in bankers’ balances. There are a number 
of instances when extraordinary fluctua- 
tions in these deposits took place. Examples 
are those of 1907 and 1908; 1914 and 
1915; 1920 and 1921. 

While bankers’ deposits relative to in- 
dividual deposits do not hold the place 
they formerly held, due to the huge ex- 
pansion which has taken place in the de- 
posits of individuals and corporations, they 
nevertheless constitute one of the most 
important factors in the Chicago money 
market. 


When your bank has made a 
friend, it has made a customer. 
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Central Union Trust 
Promotes Twelve 


The Central Union Trust Co. of New 
York recently announced the promotion of 
twelve officers and employes. 

Samuel A. Brown was elected vice presi- 


dent. He has been associated with the | 





SAMUEL A. BROWN W. TRESCKOW 


personal trust department of the company | 
since 1919. At the time of his election | 


he was assistant vice president. 


W. Tresckow was appointed assistant | 


vice president in charge of the newly 
formed business development department, 
which he organized. Mr. Tresckow was 
formerly with the new business department 
of the Detroit Trust Co. where he did 
pioneering work in the trust development 
field at the time when the idea of busi- 
ness promotion for banks was new. 

W. L. Schnaring, who was connected 


with the National City Co. and the National | 


Bank of the Republic, was appointed 
assistant vice president. 

E. C. Dresser was promoted from assist- 
ant treasurer to assistant vice president 


and H. L. Williams from assistant secre- | 


tary to assistant vice president. 

Other promotions were: G. S. Fischer, 
H. J. Osborne and J. A. Toensmeier, 
assistant treasurers and Herman Zepf, R. 
W. Maceubbin, Thomas J. Haugh and Fred 
E. Egly, assistant secretaries. 


Union Trust of Detroit 
Increases Capital 


The capital stock of the Union Trust 
Co. of Detroit was increased recently from 
$2,500,000 to $5,000,000. The additional 


stock will be sold at $300 a share. At | 


the same time a like number of shares 
of the Union Co. of Detroit will be sold 


at $10 a share, making a total of $310 


per unit. 
At a recent meeting of the boards of 
directors of the National Bank of Com 


merece and of the Griswold-First State | 


Bank, steps were arranged to effect the 
early consolidation of the National Bank 
of Commerce and the Griswold-First State 
Bank to operate under the national bank 
charter. 

The affiliated institutions will soon be 
housed in the new Union Trust building. 


The stockholders of the FIRST NA- 
TIONAL BANK OF CHICAGO have voted 
to increase the capital stock of the bank 
from $15,000,000 to $20,000,000. The 
$5,000,000 new stock, allocated to stock- 
holders on the basis of one new share 
for each three shares held, is the first 
stock dividend in the sixty-five-year history 
of the First National. 












Good Accounting and 
Good Receipting are 
the Keynotes of our 


























CHRISTMAS CLUB 
SYSTEM 





OR fifteen years we have 
led in the development 
of efficient methods to this 
end. We offer the results of 
this experience to our many 
old customers and friends for 
the coming season, with the 
assurance that we are absolutely 
independent of and in no man- 
ner connected with any other 
concern or the combination re- 
cently organized under a name 
similar to ours. 


. 





Correspondence solicited 






THE 


BANKERS SERVICE 
CORPORATION 
19 and 21 Warren Street, New York City 





We will prosecute to the ut- 
most any unlawful infringe- 
ments of our name or rights. 
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[i tw year 1929 brings the fiftieth anniversary of 
the founding of this institution. Its record dur- 
ing half a century has been one of steady progress— 
a stepping-stone to a new and greater period of 


growth. 


Starting the second fifty years of its existence with 
an augmented directorate, a larger official staff, new 
and enlarged quarters and a complete departmental 
organization, this progressive, old bank is unusually 
well equipped to handle the business of correspon- 
dents. Inquiries are invited. 





Oscar H. Haucan 
Chairman of the Board 


Leroy A. Gopparp 
Vice-Chairman 
Wa ter W. Heap Wa tter J. Cox 
President Executive Vice-President 


State Bank of Chicago 


A Trust Company 
LA SALLE AND MONROE STREETS 
Member Federal Reserve System 





CapPpitaAL, Surptus AND Unpivipep Prorits Over $13,500,000 































Employes Can Get New Business 
For Your Bank 


EPRINTS of the leading article in the Febru- 

ary BANKERS MONTHLY have been made 

at the request of several readers. They are now 
available at 5 cents each in any quantity. The 


article is “Get Business And You'll Get Ahead.” 
THE BANKERS MONTHLY 


536 S. Clark St., Chicago, III. 
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First National Bank In St. 
Louis Elects New Officers 


The First National Bank of St. Louis 
announces that F. C. Hunt, R. Palmer 
McElroy, and Lawson M. Watts, formerly 
assistant vice presi- 
dents, have been 
made vice presi- 
dents. James E, 
McKinney, specia) 
representative, has 
been made assist- 
ant vice president. 

Mr. Hunt, Mr. 
McElroy, and Mr. 
Watts have long 
been connected with 

FRANK C. HUNT the First National 
Bank as assistant 
vice presidents, in which capacity they 
gave special attention to the bank’s busi- 
ness in various states. Mr. Hunt will con- 
tinue to serve the 
bank in Missouri, 
Mr. McElroy in 
Illinois, Indiana 
and Kentucky, and 
Mr. Watts in Ten- 
nessee, Alabama, 
Georgia, North 
Carolina, South 
Carolina and 
Florida. 

Mr. McKinney, 
well-known Texas R. PALMER McELROY 
banker, came _ to 
the First National Bank as special rep- 
resentative about a year ago. He will 
represent the bank in Texas and Oklahoma. 

Lemuell Showell 
has been appointed 
assistant vice presi- 
dent in charge of 
the Dallas, Texas 
office of the First 
National Co., the 
security company 
affiliated with the 
First National 
Bank of St. Louis. 

This company has 

LAWSON M. WATTS just celebrated its 

20th anniversary. 
It was organized in January 1909, begin- 
ning business under the name Mortgage 
Guarantee Co. of St. Louis. The most im- 
portant development took place in 1920 
when the company passed into control of 
the First National Bank and became the 
investment division of the bank. 











The World’s Largest Bank 
Deposits 


The statement of the Midland Bank 
Limited of London as of December 31, 
1928 is the highest ever published by any 
commercial joint stock bank in Great 
Britain or any other country. 

The total assets of The Midland Bank 
and its affiliations amount to 575 million 
pounds. This is very much in excess of any 
similar aggregation of funds. 

The Midland Bank now operates over 
2,010 branches in England and Wales. 
Together with its affiliations it has more 
than 2,450 offices in Great Britain and 
northern Ireland. 


——————— 
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This bank publishes with its statement 
a most interesting compilation showing the 
proportion of the principal assets to cur- 
rent deposits and other accounts. This 
tabulation is as follows: 
Coin, gold bullion, bank notes 
and balances with the Bank 
OE TRANS occ cecesicice’s 11.5% 
Balances with, and checks in 
course of collection on other 
banks in Great Britain and 


DEE Scclcaevnecedsawas ae OCnee 
Money at call and short notice. 7.0% 
DD ceccedecadaadudeds 9.3% 
Ty GOES 6c oct civdscias 16.1% 
Advances to customers and other 

DD Kéavecsdeceakewuat 54.29 


Los Angeles Banks Merge 
To Make 8th Largest Bank 


The Board of Directors of the LOS 
ANGELES-FIRST NATIONAL TRUST 
& SAVINGS BANK and the SECURITY 
TRUST & SAVINGS BANK have ap- 
proved a plan for the consolidation on 
April 1, of the two banks under the nation- 
al charter. 

The new bank will be called the Security 
First National Bank of Los Angeles and 
will be second only to the Bank of Italy 
in size on the Pacific coast. 

The Los Angeles-First National Trust & 
Savings Bank was established in 1875 and 
the Security Trust & Savings Bank in 
1889. The merger will thus bring together 
two of the oldest as well as two of the 
largest banks in Southern California. Upon 
completion of the merger, Los Angeles will 
have a bank with resources of more than 
$600,000,000, making it the eighth bank in 
size in the United States. 

J. M. Elliott will be honorary chairman 
of the board; Henry M. Robinson, chair- 
man; M. 8S. Hellman, vice chairman and 
J. F. Sartori, president and chairman of 
executive committee. All officers and em- 
ployes will continue in substantially their 
same positions and all offices and branches 
will continue for the present to function 
in the same banking quarters until a central 
bank building can be constructed in which 
the enlarged activities of the consolidated 
bank may be properly housed. 


Bank of Italy Installs 
Airplane Beacon 


The Bank of Italy, recently installed 
a beaeon in the tower cf its fifteen-story 
bank building at San Jose, Calif. as a 
guide to airmen engaged in night flying 
through the Santa Clara Valley. 

As this method of good will advertising 
is new in bank experience, the results have 
more than a merely local interest. The 
lighting of the beacon was made a festival 
oceasion by the citizens of San Jose. Dur- 
ing the afternoon, the officials of the head 
office flew from San Francisco in the 
Standard Oil Co.’s tri-motored Ford plane 
and were received in San Jose by a com- 
mittee of local citizens headed by City 
Manager, Clarence Warren. 


Only 484 bank failures of all kinds were 
reported during the fiscal year ending June 
30, 1928, as compared with 831 in the 
similar preceding periods. This was a drop 
of 347 bank failures or a decrease of 42%. 
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YOU TELL US WHICH IS WHICH 


One gentleman is the metropolitan business man; the other, equally ac- 
complished, is the smaller-city business man. These two dress alike, 
conduct their business alike. They have substantially the same habits, 
the same outlook. 

The smaller-city business man has just as lively a sense of what’s 
what as his companion. He’s never out of touch with the large centers. 

Like his prototype in the large city he likes to have the checks 
he uses carry an indication of his substance, his standing, and the stand- 
ing of his bank. 

For this good reason, banks in every part of the country are using 
La Monte Safety Paper—the standard in check paper . . . Already the 
majority of banks in the large metropolitan areas have adopted it. And 
its use among banks in other cities is growing by leaps and bounds. 

A good paper... distinctive . . . substantial . . . dignified . . . grati- 
fying the quite natural desire of the business man. And safe. Protected 
on both sides against mechanical or chemical erasures. 

Speak to your lithographer about La Monte National Safety 
Paper and have him suggest a harmonizing ink for the color you choose. 
Easily and instantly iden- 
tified by the wavy lines. 
George La Monte & Son, 
61 Broadway, New York. 





Ny NATIONAL 8A FETY PAPER 
s a 


i 2 


ENVELOPES ?( ;/2i 


HECO ENVELOPE CoO. 
4500 CORTLAND STREET 
CHICAGO 





Co-operation 


ILLINGNESS and the ability to 
perform any service are the prime 
requisites of a bank. Our unlimited facilities, 
here and abroad, equip us to serve you. A 
friendly bank where it’s a pleasure to do business. 


The Foreman National Bank 
The Foreman Trust And Savings Bank 


La Salle and Washington Streets, Chicago 


RESOURCES EXCEED 100 MILLION DOLLARS 








E value very highly the enlightening informa- 

tion which comes to us in the pages of THE 
BANKERS MONTHLY and congratulate you on 
the high standard you are maintaining for your 
publication. 


FRANK C. MORTIMER 


Vice President, Citizens National Trust & Savings Bank 
of Los Angeles 





The Milwaukee Co. Is New 


Investment House 


The organization of The Milwaukee Co, 
Milwaukee, Wis., a million-dollar invest. 
ment security company, has been announced 


WILLITS POLLOCK 
President 


by Willits Pollock, formerly executive vice 
president of the Second Ward Securities 
Co. Articles of incorporation for the new 
company were taken out by Mr. Pollock, 
W. J. Zimmers, Milwaukee attorney, and 
Phillip A. Koehring, president of the Na- 
tional Equipment Corp. shortly after the 
consolidation of the Second Ward Savings 
Bank and Securities Co. with the First 
Wisconsin National Bank and the First 
Wisconsin Co. 


1. H. BENNETT 
Viee President 


The company has been formed to do a 
general investment business, including the 
purchase and sale of diversified securities, 
the underwriting of issues, the assistance of 
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jndustry in financial and management prob- 
lems and the rendering of advisory service 
to the investor. 

The company, incorporated for $1,000,- 
000, has issued $750,000 to a wide list of 
stockholders, representing practically every 
line of Milwaukee industry. 

The personnel of the company is made 
up largely of former members of the 
Second Ward Securities Co., which was 
absorbed by the First Wisconsin Co. in 
the recent merger of the two parent banks. 
Mr. Pollock as president will be assisted 
by William H. Bennett and W. Lloyd 
Secord as vice presidents, the latter being 
in charge of the sales. Walter F. Thomas, 
former secretary of the Second Ward 
Securities Co. will act as treasurer of the 
company. Paul 8S. Grant, formerly of the 
corporation buying departmént of the 
Second Ward is secretary of the company. 

Assistant vice presidents are Jos, T. 
Johnson, and Gordon G. Anderson, the 
former having charge of the municipal 
department and the latter advertising and 
business extension. Both Mr. Johnson and 
Mr. Anderson were members of the Second 
Ward organization. 

Manlius J. Post as assistant treasurer and 
William B. Goldie as assistant secretary, 
assisted by R. M. Lobanoff, A. E. Speer 
and C. A. Randall, will represent the com- 
pany in the local territory. The Wisconsin 
territory has been divided into districts 
each under an assistant secretary of the 
company. F. M. Distelhorst, John P. 
Roughen and W. G. Ashenbrener are in 
charge of this branch of the work, assisted 
by R. M. Heckman, all of the old Second 
Ward organization. 

The trading department will be in charge 
of C. C. Mayhew, Jr., and Eldred M. 
Keays, formerly statistician of the Second 
Ward Securities Co., will be associated with 
the company in an advisory capacity. 


Regional Clearing Houses 


Encouraged 

The Clearing House Section of the 
American Bankers Association is doing all 
it ean to encourage the setting up and 
operation of regional clearing house asso- 
ciations in order to prevent bank failures. 

Those interested in this subject, and 
every banker should be, will do well to 
refer to the article by Dan. V. Stephens 
on page 11 of the January BANKERS 
MonTHLY. Mr. Stephens tells of the ac- 
complishment of a clearing house associa- 
tion, of which he is the head, in Nebraska. 

The heading of his article was ‘‘Save 
Banks—Don’t Close Them,’’ and that is 
the purpose of the regional clearing house. 
Every bank can benefit from such examina- 
tions by regional clearing houses. If 
further information is desired, it can be 
secured from the clearing house section of 
the American Bankers Association, 110 E. 
22nd St., New York City. 





At the annual meeting of the stock- 
holders of the ILLINOIS MERCHANTS 
TRUST CO., Lawrence A. Downs, presi- 
dent of the Illinois Central Railroad Co., 
Walter P. Murphy, president of the Stand- 
ard Railway Equipment Co., and Donald 
M. Ryerson, chairman of the board of 
Joseph T. Ryerson, & Son Inc., were added 
to the board of directors. 











































MIDLAND BANK 


LIMITED 
Chairman : 
THE RIGHT HON. R. McKENNA 


Joint Managing Directors : 
FREDERICK HYDE EDGAR W. WOOLLEY 





Statement of Condition 
December 31st, 1928 


RESOURCES 
Cash in hand and Due from Banks .. 
Money at Call and Short Notice ee 
Investments ae ae Pr ee 
Bills Discounted .. “ a ee 
Advances .. ava i ae “a 





<5 = £1 
$328,440,006-14 
138,406,484-38 
184,343,487-81 
316,737,515-92 
1,070,254,860-69 
Liabilities of Customers for Acceptances, 
Confirmed Credits and Engagements 372,205,670-68 
Bank Premises ae “a ee ee 43,625,503-83 
Investments in Affiliations eb Sy: aa 34,556,641 -46 


2,488,570,170-91 
LIABILITIES 
Capital Paid up .. a 
Surplus ee ea on on 
Deposits ee <a ee ae 


Acceptances and Confirmed Credits .. 
Engagements oe ‘a +e ae 


67,164,840-00 
67,164,840-00 
1,982,034,820-23 
124,711,343-60 
247,494,327 -08 


2,488,570,170-91 





Together with its affiliations the Midland Bank operates 2450 
branches in Great Britain and Northern Ireland, and has offices in 
the Atlantic Liners Aquitania, Berengaria and Mauretania. The 
Foreign Branch Office at 196 Piccadilly, London, is specially 
equipped for the use and convenience of American visitors in London. 


AMERICAN DEPARTMENT : POULTRY, LONDON, E.C. 2 








HEAD OFFICE: 5 THREADNEEDLE ST., LONDON, E.C.2 
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The New York Trust Company 


Capital, Surplus and Undivided 
Profits . .  . $35,000,000 











Domestic and Foreign Banking Facilities 







Personal Services 







Trust Services 









100 Broadway 
57th Street and Fifth Avenue 







40th Street and Madison Avenue 










































Your Needs 


—and those of your 
customers— will both 
be met to your satis- 
faction when you 
send Fourth Federal 


Reserve District 
items to THE MID- 
LAND. 


MIDLAND 
BANK 


WILLIAMSON BUILDING 
CLEVELAND, OHIO 





E will say that we always do 
enjoy the Bankers Monthly 
and find much that is instructive 


and interesting in it. 


N. H. GRAHAM, 
Vice President, The Exchange National 
Bank of Tulsa, Tulsa, Okla. 


NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1,350,000,000 


($5= £1.) 





Head Office: 
15, BISHOPSGATE, LONDON, E.C.2 


UNION BANK OFFICE: 
2, Princes Street, London, E.C. 2. 


OVER 1,200 OFFICES. 






The Bank offers 
SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS. 












AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 


















$213,000,000 Merger In St. 
Louis First National and 


Liberty Central Combine 


With deposits of $177,000,000, capital 
and surplus of $20,000,000, total resources 
of $213,000,000, the new First National 
Bank in St. Louis, a merger of the First 
National and the Liberty Central, will be 
the largest bank in this important gateway 
to the southwest by a large margin. 


& 
lw 





F. 0. WATTS 


W. W. SMITH 
Pres., First National Chairman, First National 
in St. Louis in St. Louis 


The new bank will retain the name First 
National Bank in St. Louis, Liberty 
Central stockholders will receive a book 
equity in the building of the Liberty 
Central Trust Co., which is not included 
in the merger, of $53.29 for each share 
of stock held, and also $60.60 of book 
value with the consolidated bank, or one 
share of new stock for each three shares 
held, and also a $4.24 book value in the 
First National Co., a subsidiary of the 
First National Bank. 


The preserit book value of the Liberty 
Central Trust is $147.61. First National 
stockholders, whose shares have a book 
value of $171.69, will receive one share of 
new stock for each share now held. The 
new book value will be $181.81. The con- 
solidated bank will have 110,000 shares 
compared with the present 100,000 shares 
in the First National and 30,000 shares in 
the Liberty Central Trust. The merged 
institution will occupy the present quarters 
of the First National Bank. 

F. O. Watts, chairman of the board of 
the First National will continue in that 
office. W. W. Smith, president of the First 
National will retain the presidency. Felix 
E. Gunter, president of Liberty Central 
Trust Co. will become vice chairman of 
the board. This merger is the third in 
St. Louis within ten weeks. It is expected 
that the physical consolidation will take 
place in March. 


NEW BANKS REPORTED IN 





Louisville To Have 


$85,000,000 Bank 


The Louisville National Bank and Trust 
Co. and the Louisville Trust Co. are merg- 
ing under joint ownership with the Nation. 
al Bank of Kentucky, resulting in an insti. 
tution with resources of more than $85, 
000,000. The Louisville Trust Co. will be 
the name of the new institution, thus en. 
abling it to group not only the trust busi- 
ness, but commercial banking, securities, 
insurance, real estate and the multitudinous 
activities that now are handled by metro- 
politan banks. 

Judge John Stites will be chairman of 
the board, Richard Bean, president, 
Nicholas H. Dosker executive vice president, 
and Judge Huston Quin, Angereau Gray 
and Ben J. Metcalfe vice presidents. 

The Louisville Trust Co. will have capi- 
tal and surplus of $10,500,000, and deposits 
of $60,000,000. 


Banks Reported Closed 


Alabama 
Gordo—Merchants & Farmers 


Arkansas 
Carlisle—Bank of Carlisle 
Columbus—Bank of Columbus 
De Witt—Home Bank 
Grubbs—Bank of Grubbs 
Hackett—Hackett City 
Lamar—Farmers State 
Viola—Bank of Viola 
West Fork—Bank of West Fork 
Colorado 
Denver—Continental Trust Co. 
Delaware 
Middletown—Peoples National 


Florida 
Inverness—Citrus County 
Georgia 
Atlanta—Lakewood 
Bradley—Bank of Bradley 
Lilly—Lilly Banking Co. 
Norman Park—Bank of Norman Park 
Pulaski—Farmers 
Temple—Temple Banking Co. 


Idaho 
Coeur d’Alene—First Exchange Nationa} 


Illinois 
Augusta—First Trust & Savings 
Indiana 
Argos—Argos State 
Dale—Farmers & Merchants 


PROCESS OF ORGANIZATION 





SurRpPLus& 


State « Town NAME OF Bank CaPpmraL Paorire CORRESPONDENT 
Iowa ~ 
Sac City Commercial National $30,000 .......... A. W. Jones 
Mi 
Grosse Point First National rT Henry Dattner, 1515-21 Barlum 
Park Tower, Detroit 
New Jersey P P " 
Maywood Maywood National rere Rudolph Karch, 85 Lenox Ave., 
(Branch of Maywood, N. J. 
Hackensack) oe ' : 
New Providence | New Providence National ny re Milton M. Adler, Berkley Heights 
New York P 
Brooklyn De Beixedon National 500,000 125,000 Bennett DeBeixedon, 90 W. 
(Fourth Ave. & Pacific St .) Broadway, New York City 
Mineola Central National BER re Geo. R. Latham 
New York Hibernia Trust Co. a rer rere Pree 
(Temporary office, 
17 Battery PI.) 
Texas — 
Austin Citizens Industrial eee ee E. H. Hughes, Active in manage- 


ment 
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Hoagland—Hoagland State 
New Ross—Citizens 
Warren—First National 


Iowa 
Rinard—Rinard Savings 


Walnut—Farmers State Savings 
Kansas 

Delavan—Delavan State 

Powhattan—Bank of Powhattan 


Kentucky 
Blackey—Blackey State 


Blackford—Blackford (Liquidating) 
Lothair—Lothair State 
Morgan—Farmers (Liquidating) 
Oneida—-Citizens Deposit 
Michigan 
Biteley—Lake County 
Missouri 
Coffman—Bank of Coffman’ 
Greenfield—Bank of Greenfield 
Montana 
Boyd—Boyd State 
Nebraska 
Gretna—Farmers & Merchants 
Hartington—Hartington National 
Lyman—Lyman State 
Mount Clare—Mount Clare State 
Neweastle—Farmers State 
Tilden—State 
New Mexico 
Grady-—First National 
North Carolina 
Benson—First National 
Rockingham—Bank of Rockingham 
Seotland Neck—Scotland Neck 
North Dakota 
Casselton—Cass County National 
Sykeston—Sykeston State 
Ohio 


Amherst—Amherst Savings & Banking 


Co. 
Lewisville—First National 
Oklahoma 
Lamar—Bank of Lamar 
Skedee—Citizens State 
South Carolina 
Bamberg—State Loan & Savings 
Cross Hill—Bank of Cross Hill 
Dillon—Bank of Dillon 
Lamar—Lamar National 
Lamar—Merchants & Planters 
Scranton—Peoples 
Tennessee 


Alexandria—D. W. Dinges Banking Co. 


Gordonsville—Bank of Gordonsville 
Texas 

Avery—Security State 

Brookston—Brookston State 

Commerce—State Bank of Commerce 


Dallas—First Trust Joint Stock Land 


Denton—Exchange National 
Dodd City—First State 
Friseco—First National 
Goodnight—Goodnight State 
Haslet—Haslet State 
Ladonia—Ladonia State 
Marietta—Marietta State 


San Antonio—First Trust Joint Stock 


Land 
Winnsboro—Citizens State 
Virginia 
Wise—Citizens 
Washington 


Kettle Falls—Bank of Colville (Branch) 


Spokane—Exchange National 
Wilsonereek—Wilsoncreek State 
Wisconsin 
Cumberland—Island City State 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
éxchange, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connection gre invited to 
communicate with the 
Manager 





WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C. M. Parker,68 William St 

























N-Z 
NATIONAL BANK of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 























Authorised & Subscribed Capital__........_._.--- $30,000,000 
PN. ok cndiistiiatiieninedadiaa $10,000,000 
Reserve Fund & Undivided Profits._........_.__- $10,878,845 

$20,878,845 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 



























































































State « Town 
Arkansas 

Horatio 

Little Rock 


Prairie Grove 


Colorado 
Berthoud 

Delaware 
Lewes 

Florida 


Live Oak 


Georgia 
Jesup 


Idaho 
Hailey 
Mountain Home 
MIlinois 
Chicago 
Chicago Heights 


Decatur 
Marion 


Mount Carroll 
Petersburg 


Seneca 
Indiana 
Attica 


Plainfield 


Waldron 
Iowa 
Stacyville 
Kansas 
Potter 
Scandia 
Wichita 


Louisiana 
Harrisonburg 


Massachusetts 
Springfield 


Michigan 
Cass City 
Croswell 
Hamtramck 
Lapeer 
St. Joseph 


Minnesota 
Granite Falls 
Minneapolis 
Raymond 
Red Wing 
St. Paul 


Missouri 
Joplin 


Kansas City 
New London 


St. Louis 
New Jersey 

Glen Rock 

Irvington 


New York 
New York 


New York 


New York 
New York 
New York 
New York 
Bronx, N. Y. 


North Dakota 
Lehr 

Ohio 
Crestline 
Urbana 
Meeker 

Oklahoma 
Temple 
Wetumka 
Woodw ard 


Pennsylvania 
Allentown 


Boyert own 
Philadelphia 


Prospect Park 


70 





CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


14 consolidations; 14 successions; 16 mergers; 10 taken over; 16 title changes; 


6 purchases; 


PRESENT NAME 


Bank of Horatio 
Peoples Trust Co 


Farmers & Merchants 


Berthoud National 
Fidelity Trust & Sa 


Commercial 


Brunswick Bank & 

Jesup Branch 
First Security 
First Security 


Central Trust 


vings 


Trust Co 


Co. of Illinois 


First National Bank & Trust 


( 
Citizens National 
Marion 


First Carr 
State National 
State Bank of Senex 


Central National 
Trust Co 


Trust & Savings 


ll County State 


Bank & 


First National Bank & Trust 


Co. 
State Bank of Wald 


Stacyville Savings 


Farmers State 

Bank of Scandia 

Fourth National 
Wichita 


Harrisonburg Catah 


state 


ron 


Bank in 


oula 


Western Massachusetts Bank 


& Trust Co. 


Cass City State 


State Bank of Croswell 


First National 
First National 


National 


The Commercial 
3ank & Trust Co. 
Granite Falls Bank 


Northwest 
Farmers State 
Security Bank & Tr 
Empire National 


Morris P 


lan Co 


ust Co 


Joplin National Bank & Trust 


Co 
Southeast State 


State Bank of New 


Vandeventer Nation 


Glen Rock National 
Peoples National 
Trust Co 


London 


al 


Bank & 


Chase National Bank, 


Garfield Branch 
Irving Trust Co 


Manufacturers Trus 


t Co 


Municipal Bank & Trust Co 

Bank of the Manhattan Co 

Bank of the Manhattan Co 
149th St. Office Bronx Bor- 
ough Bank Division 


Farmers & Merchants 


First National Bank 
line 


in Crest- 


Champaign National 


Bank of Meeker 


First State Bank ir 


1 Temple 


National Bank of Commerce 


Bank of Supply 


Merchants-Citizens 


National 


Bank & Trust Co. 


Farmers National 
Trust Co. 


Bank & 


Tulpehocken National Bank 


& Trust Co 


Interboro Bank & Trust Co 


FORMER NAME 


First National 
Peoples Savings 
Farmers State and 


First National 
First National 
Delaware Trust Co. 


Wellborn Bank, Wellborn, 
Florida 


O’Quinn Banking Co., 
Odum, Ga 


First National 
First National 


Bank of Ameriea 
First National 


Decatur State 

Citizens Trust & Banking Co 
«& Marion State & Savings 

Carroll County State & First 
State 

First National 
ton State 


Farmers Trust & Savings 


and Frackel- 


Central National 
First National 
Farmers State 
American Savings 
Potter State 


Farmers & Merchants 
Wichita State 


Harrisonburg State and 
‘atahoula Bank, 
Jonesville, La. 





Commercial Trust Co. 


Decker State, Decker, Mich 
First State Savings 

Peoples National 

State Savings 

The Commercial National 


First National 

Minneapolis Morris Plan Co 
First National 

Red Wing State 

National Exchange Bank in 


St. Paul 
Joplin National 
Corn Exchange 
Bank of New London and 


Rolls County Bank 
Vandeventer Trust Co. 


First National 
Peoples National 


Garfield National 

American Exchange Irving 
Trust Co. 

State Bank & Trust Co. 

Seventh National 

First National, Brooklyn 

Bronx Borough 


State Bank of Lehr 
First National 


National Bank of Urbana 
Citizens Bank 


First National BankinTemple 

First National 

Bank of Supply, Supply, 
Okla 


Merchants National and 
Citizens Trust Co. 
Farmers National 
Pelham National Bank & 

Trust Co 
Interborough Bank 


How CHANGED 


Consolidation 
Succeeds 
Merger 
Taken over 
Succeeds 
Purchased 
Absorbed 
Succeeds 
Succeeds 


Merger 


Purchased 
Merger 


Consolidation 
Merger 
Consolidation 
Title 

Title 

Taken over 
Succeeds 
Merger 


Taken over 
Merger 


Merger 


Succeeds 


Purchased 
Merger 
Title 
Merger 
Title 


Taken over 
Title 
Consolidation 
Consolidation 
Succeeds 


Title 


Merger 
Consolidation 


Conversion 
Title 

Title 
Consolidation 
Title 

Merger 
Taken over 


Merger 
Succeeds 


Taken over 
Succeeds 


Merger 
Consolidation 


Title 
Consolidation 
Moved 
Consolidation 
Title 
Succeeds 


Succeeds 


CaPpITAL 


$25,000 
300,000 
50,000 
50,000 
$4,575 


75,000 


25,000 
50,000 


150,000 
200,000 


200,000 


100,000 
25,000 
25,000 
20,000 


15,000 
1,000,000 


15,000 


350,000 


90,000 
100,000 
120,000 
150,000 


20,000 
286,300 
15,000 
200,000 
250,000 


100,000 
25,000 


250,000 


100,000 
100,000 


"5,000,000 


15,000 


70,000 


* "10,000 
15,000 


25,000 


1,000,000 
125,000 
200,000 


125,000 


SURPLUS & 
Prorits 


7,261,624 Samuel Barnett ; 


4 absorptions: 2 conversions; 1 moved 


PRESIDENT 


CASHIER 


$5,000 J. E. James , 
131,990 W. A. Hicks H.W 


Trigg, Jr. 
10,000 R. D. Bogart G 


B. Shafer 


37,000 John Bunyan Wm. C. Bunyan 


28,056 John M. Thompson J. L. Marshall 


7,181Cary A. Hardee Kenneth Luke 
33,555 James Laidlow H. H. Neal 
55,560 J. F. Gaines QO. E, Cannon 
* 60,000J. J. Burnett E. B. Jackson 
35,339 8. J. Campbell N. Miles 
20,000 H. J. Aden L. B. Ott 
49,647 .... 
42,000C. M. Havens C. G. Pike 
6,715 Earl Haymond V. L. Roberts 
7,210 Math. Hemann A. J. Heimerman 
"16,820. . 
551,710 B. F. MeLean L. C. Kelley 
38,534 R. M. Taliaferro P. F. Carter 


116,890 C. W. Tyler F. N. Hughes 








45,9503. P. Niggeman, Jr. M. H. Aitkin 
142,520 Harry J. Fox K. L. Luezynski 
156,290 Frank Thompson C. A. Loesch 
146,040 J. J. Theisen K. E. Sutherland 

25,000 J. S. Johnson A. J. Johnson 

93,690 Arthur P. Smith B. E. Forster, Tr 

7,000 H. C. Feig Wm. J. Johnson 


50,000 W. H. Putnam 
165,000 D. C. Shepard 


R. W. Putnam 
C. T. Dedon 


41,014 W. P. Kuhn 


E. H. Kinney 
7,340 A. G. Kennedy 


Harry Wood 
55,000 W. C. Johnson A. A. Brock 
25,000 Henry C. Smith John C. Stevens 
91,456 Walter Momm H. F. Bonnel 


M. M. Diamond, Tr. 


11,409 John Bischof J. E. Giedt 
7,0000. F. Kine Frank C. Blue 
; 8,000 Willard Johnston M. G. McKee 


3,240 M. F. Ray V. A. Dowlen 


15,000 J. O. Selman — Percy B Zerby a 


2,361,767 Francis O. Ritter H. B. Wagner 


283,590 E. M. Rhoads A. R. Moyer 


51,330 M. L. Constabel Edward Schwarz 


118,970J. F. Mansure J. R. Miller, Tr 
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CHANGES DUE TO CONSOLIDATIONS 


Town 


STATE «& 


Reading 


Schuylkill Haven 
Uniontown 


South Carolina 
Belton 


Williamston 


Texas 
Cleburne 
Higgins 
Hillsboro 
Kilgore 
Oakwood 
Paris 
Pecan Gap 
San Antonio 
sanger 
San Saba 
Waxahachie 
Whitesboro 


Utah 


Fillmore 


Virginia 
Danville 


Richmond 
Washington 
West Virginis 

Logan 

M artinsburg 


Williamson 


Wisconsin 
Milwaukee 


ABSORPTIONS AND CHANGES IN TITLE 


(Continued from page 70) 


CASHIER 


©. 


R. E. Williams 


Homer H. Hess 


H. C. Custard 
C. H. Hyde 

E. B. Tinker 
L. N. Crim 

R. R. Wiley 

J. M. Caviness 
D. D. Dunn 
Robt. C. Smith 


Cc. M. Hall 
F. D. Thomas 


Present NAME ForMER NAME How Cuancep = CapimraL ag ny PRESIDENT 
Penn. National Bk. & Tr. Co. Pennsylvania National Title 
First National Bank & Trust First National Title $125,000 $375,770 F. B. Keller 
Co. 
National Bank of Fayette Union Trust Co. Merger 200,000 1,019,626 M. H. Bowman 
County 
ba 7 
South Carolina Savings Bank of Belton Succeeds 
(Branch of NavyYard,8.C.) 
South Carolina Bank of Williamston Succeeds 
(Branch of Navy) 
Cleburne State Union Bank & Trust Co. Consolidation 100,000 31,000 J. E. Standley 
Citizens National First National Absorbed 25,000 24,840 T. H. Black 
Citizens National First State, Aquilla, Tex. Purchased 200,000 41,730 R. C. West 
Kilgore National Citizens State Consolidation 25,000 1,750 F. D. Oberthier 
Oakwood State * Guaranty Bond State Absorbed 25,000 7,000 0. Wiley, Jr 
First National Lamar State Bank & Tr. Co. Taken over 300,000 125,460 R. F. Scott, Sr. 
Pecan Gap National Pecan Gap State Conversion 25,000 .......... W. E. Weldon 
Frost National Lockwood National Consolidation 1,000,000 864,780 J. H. Frost 
Sanger National First State Taken over : ? a ca atenas apeaee 
San Saba National First National Purchased 25,000 36,000 J. W. Gibbons 
Republic Bank & Trust Co. First State Bank & Tr. Cos Succeeds 100,000 T. H. Harbin 
City National First Guaranty State, Dexter, Absorbed 50,000 10,276C. D. Anderson 
Tex 
State Bank of Millard County Fillmore Commercial & Sav- Purchased Ceathisiledecenee ed 
ings Bank 
American National Bank & American National Title 300,000 209,380 W. R. Fitzgerald 
Trust Co 
American Bank & Tr. Co American National and Consolidation 3,500,000 1,702,7500. J. Sands 
American Trust Co 
First Canal Canal Bank Title 50,000 $1,550J. P. Wall, Jr. 
Bank of Logan & Trust Co. Logan County Bank, Merger 
Lundale, W. Va. 
Peoples Trust Co Shenandoah Valley Bank & Merger 250,000 162,655 J. O. Henson 


National Bank of Commerce 


First Wisconsin National 


Trust Co 
Rockhouse Bank, 
Delbarton, W. Va 


Second Ward Savings 


Taken over 


Taken over 


100,000 


150,000 


W. R. Harrison 


4. W. Mann 


H. A. Plummer 


NEW BANKS ORGANIZED OR REOPENED 


20 state banks organized—2 national banks organized—1 bank reopened 


If a bank has reopened under a new name, the record appears in the list of changes on the opposite page 


State & Town 


Alabama 
Aliceville 
Mobile 


Connecticut 
Wethersfield 


Georgia 
® Hampton 
Illinois 


Chicago 


Massachusetts 
Boston 


Michigan 
Detroit 


Minnesota 
Chandler 
Nebraska 
Lyman 
New York 
Forest Hills, Queens 
North Carolina 
Scotland Neck 


North Dakota 

Hazelton 
io 

Lucas 

South Carolina 
Darlington 
Lamar 

Tennessee 
Alexandria 
Alexandria 
Gordonsville 


Texas 
Austin 
Catarina 
Hallettsville 
Neches 


NAME OF BANK 


CAPITAL 


Peoples $25,000 

American Trust Co 500,000 
(To open about March 15, 1929) 

Wethersfield Bank & Trust Co 50,000 
(To open about April 1, 1929 

W.S. Loftis Banking Co. 10,000 

South Ashland National 200,000 
6905 S. Ashland Ave. 

Banca Commerciale Italiana Trust 750,000 
Co., 209 Washington St. 

Central Trust Co. of Detroit 1,000,000 
Buhl Bldg. 

State Bank of Chandler 24,000 

First National 25,000 

Boulevard Bank 200,000 

Rocky Mount Savings & Trust Co. —....... 
(Scotland Neck Branch of Rocky 
Mount, N. C.) 

Bank of Hazleton 25,000 

Lucas State Bank 25,000 

Peoples Bank of Darlington 50,000 

Lamar Peoples 25,000 

Alexandria Bank & Trust Co. 25,000 

American Bank of Alexandria 25,000 

Smith County Bank } —— ...... 
(Branch of Carthage, Tenn.) 

Citizens Industrial 25,000 

Catarina State 25,000 

Peoples State 40,000 

Neches State 20,000 
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Scurpivus & Prorirs 


$5,000 
250,000 


50,000 


375,000 


5,170 
5,000 


100,000 


(Re-opened) 


10,000 
5,000 


PRESIDENT 


A. H. Dabbs 
Frank P. Folmar 


H. P. Dunham 


W.S. Loftis, Owner 


H. B. Stover 


Giuseppe Guillermin 


U. Grant Race 


R. Fitzpatrick 
C. F. W. Bloedorn 
Thos. J. Mitchell 


Frank Appert 
E. 8. Nail 


W. M. Haynesworth 
B. S. Josey 


S. H. Hamilton 
J. R. Hudson 


J. F. Gwaltney, Mer. 


Harvey Harrell 
M. A. Shumard 
C. T. Dufner 

J. E. Angly 


CASHIER 


R. M. Poag 
S. F. Holmes, Asst. Cash. 


A. W. Hanmer 


Y. J. Stover 


Guy Brown 
Natale Maceli 
Laurence J. O’Brien, Treas. 


J. G. McGlashen 
W. J. Otto 
Geo. F. McMurray, Sec. 


J. A. Reagan 


G. A. Lenhart 
H. Wirt Acker, Sec. 


F. C. Huff, Acting Cashier 
R. C. Huggins 


Dib Dinges 
B. N. Nixon. 


E. H. Hughes, Treas. 
Chas. Rees 

\M. I. Bozka 

'U. M. Brock 
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CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


BANK EXECUTIVE AVAILABLE 


Now Vice President and Executive Officer wishes 
to make a new connection. Twelve years ad- 
ministrative experience. Thoroughly familiar 
with all details of modern banking and capable 
of handling the most difficult problems. Business 
builder and organizer. Possesses good person- 
ality and approach. 
Address Box 450 Care 


THE BANKERS MONTHLY 
536 So. Clark St., Chicago, III. 


3*-2 ti 


PRINTING 
Omaha Printing Company, 18th and Farnam 
Sts., Omaha, U. 8. A. Lithographers, et 
Stationers, Office Furniture. *.12 ti. 


NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFc. Co. 
412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORK 


Downey Mechanical Coin Teller 
Sorts and Counts Mixed Coins 


Handling mixed 
coins is accurately 
and quickly done 

> with the automa- 
tic action of this 
machine. 

Audits school 
savings, home 
banks, fractional 
deposits. 


10 Days’ Free Trial 


The C. L. Downey Company 
941 Clark St., Cincinnati, Ohio. 





WISH to thank you for 

your kind courtesy in for- 
warding a copy of THE 
BANKERS MONTHLY 
which I received. I think it 
is one of the best of its kind. 
It certainly covers many 
banking problems to the 
smallest details. 


D. E. LUPTON 


Asst. Cashier, Transportation Bank 
of Chicago 





New Branches Authorized 
For National Banks 


The Merchants National Bank & Trust 
Co. of Elmira, New York. Location of 
Branch—On South Main St. near inter- 
section of Pennsylvania Ave., Elmira. 

The Bank of America National Associa- 
tion, New York, N. Y. Location of 
Branch—Northeast corner of 70th St. and 
Madison Ave., Borough of Manhattan, 
New York City. 

The Harriman National Bank & Trust 
Co. of the City of New York. Location of 
Branch—59 Liberty Street. 

Chatham Phenix National Bank & Trust 
Co., New York City. Location of Branch 
—On the south side of 42nd Street between 
Madison and Park Avenues. 

The United States National Bank of Los 
Angeles, Cal. Location of Branch—Vicin- 
ity of Southwest corner of Evergreen & 
Wabash Aves. 

The Public National Bank & Trust Co. 
of New York City. Location of Branch— 
Vicinity of William St., between Liberty 
and Wall Sts., Borough of Manhattan. 

City National Bank & Trust Co. of Phila- 
delphia, Pa. Location of Branch—At 58th 
St. and Baltimore Ave. 

Citizens National Trust & Savings Bank 
of Los Angeles, Cal. Location of Branch— 
Corner of Ninth & Indiana Sts. 

The First National Bank of Chattanooga, 
Tenn. Location of Branch—Northwest 
corner of Market & Main Sts., Chattanooga. 

Lafayette National Bank of Brooklyn 
in New York, N. Y. Location of Branch 
-—100 Livingston St., Brooklyn. 

The Chase National Bank of the City 
of New York. Location of Branch—49 
West 33rd St., 


Borough of Manhattan. 


New Midland Bank Headed 
By John Sherwin, Jr. 


John Sherwin, Jr. is president and E. E. 
Barker first vice president of the new 
Midland Bank and Midland Corporation, 
organized by an important group of Cleve- 
land capitalists headed by C. L. Bradley. 
Mr. Bradley is president of the Cleveland 
Union Terminals Co. and closely identified 
with many other interests of the Van 
Sweringen brothers of Cleveland. 

The new institution opened March 1 with 
a total capital and surplus of $9,000,000. 
The Midland Bank has a capital and 
surplus of $6,000,000, while the Midland 
Corporation, its securities underwriting 
and distributing subsidiary, has a capital 
and surplus of $3,000,000. The institution 
will specialize in a complete financial serv- 
ice to business and industry. 

The head of the new institution bears 
a name long prominently identified with 
finance and industry of Cleveland. His 
father, John Sherwin, Sr., until recently 
was chairman of the board of the Union 
Trust Co., Cleveland, and is a director of 
many corporations. 

Mr. Barker has been vice president of 
the Continental National Bank and Trust 
Co., Chicago, since 1926. 

Other officers are: A. F. Reed, vice 
president; I. B. Root, vice president and 
eashier; Willard W. Wilson, trust officer; 
Thomas E. Hann, assistant trust officer; 
C. S. Sprung, auditor. 
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